


4 PUBLISHED EVERY OTHER THURSDAY 
3 





[he Clean WHITE Glue 
—— 





























jisae’”’ 











MAKE THIS TEST IN YOUR OWN STORE AND WATCH CUSTOMERS PICK THE WOOSTER OVER ANY COMPETING BRAN 


They outsell ordinary nylons plenty to one 


AN EXPERT EXAMINES FILAMENTS—Tom Kirchner, vice president of 
Cleveland Paint & Color Company, gives preferred rating to Wooster 
Taper-Tipped Nylons because of their full stock and the flagettes or 
extra working tips produced by Wooster processing. 


rs 


TWO GREAT BRUSH SALESMEN—That's what Charles Hromodka, 
Cleveland Paint & Color's purchasing agent, calls the vender assort- 
ments of Wooster Taper-Tipped Nylons. One features wall brushes, 
one varnish brushes. Available at Wooster distributors. 





Public acceptance of nylon brushes mounts as lates 
development of Wooster taper-tipping wins consume 
confidence and ever-increasing sales for dealers 


All of us trust a tried and true friend before a strange 
That’s why so many folks keep reaching for Woos 
Brushes on the paint counters whenever they’re ready t 
do some painting around the house. 

It’s been that way for years. And now, you’ll find the 
still partial when it comes to nylon paintbrushes. The 
seem to sense that Wooster, with more than one hundre 
years of experience behind the name, is the one brand f 
buy over all others. 

Wooster has done marvels with nylon. Thousands 
dollars have been invested in special research. As a resul 
Wooster Taper-Tipped Nylon Brushes for your consum 
trade are better. All nylon filaments have been carefull 
treated, blended to make full-stock quality brushes 
reasonable prices. Every brush has been specially tape 
tipped to help the amateur do the professional job. 

Keep a display of Wooster Taper-Tipped Nylon Brush 
on your counter. See how the good reputation of good brus 
can help you to make more profits. The Wooster Br 
Company, Wooster, Ohio. 
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Kwikset locks are 
precision manufactured, 
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kwikset sales and service company 
anaheim, california 
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AND OTHER FINE HARDWARE BY 





T-C- WHEATON COMPANY 
RESEARCH LABORATORY AND OFFICES 
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Design and Supervision 


FRANK H. WHEATON, Jr. 


Hardware Consultant 
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SKILLMAN HARDWARE MANUFACTURING CO - 1700 NORTH CALHOUN STREET » TRENTON - NEW JERSEY 
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CHAIN ALWAYS SELLS 


@ People are always buying chain. The volume of chain you sell depends on your 
stock and how you show it. 
Ng The AMERICAN No. 203 HANDY CHAIN is a number one item for you to stock. It 


bby 
3 is used as a safety chain for trailers and outboard motors, as a tie-up chain for boats 
: and bikes, and for bundling and holding lots of things. The AMERICAN CHAIN SALES- 
ae MAKER is the best display ever devised for you to sell chain from. It gets chain out 
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where your customers can handle it. That sells chain. 
Call your AMERICAN CHAIN wholesaler who sells the com- 
plete chain line. You can get anything you need from him. 
<; AMERICAN 
ia, CHAIN 


ov) 





. 
— © / American 
AMERICAN CHAIN DIVISION AY : 
AMERICAN CHAIN & CABLE ain 
York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 


Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 





Informal Editorial Comments 


A Part of Every 
Hardware Store 


The next issue of HARDWARE AGE you will re- 
ceive will be the annual Catalog and Directory 
Issue, which for more than 31 years has been an 
“indispensable” (as our readers phrase it) buy- 
ing guide of most hardware stores in the United 
States. 

Known to thousands of hardware buyers as the 
“Whe Makes It Issue,” this Catalog and Direc- 
tory number is the most complete and most com- 
prehensive book of information on hardware mer- 
chandise ever published. 

Many attempts have been made to imitate this 
Catalog and Directory, but none of the imitators 
have been able to duplicate the completeness or 
the usefulness of the HARDWARE AGE Catalog and 
Directory. 

The value of this catalog has been proved a 
thousand times over during the course of its life. 
Our files contain hundreds of letters from dealers 
telling us how valuable they find this issue, how 
often they use it, and how helpful it is for locat- 
ing sources of merchandise. 

Many tell us they use it with consumers to help 
identify items that may not be in stock. 

The value of the HARDWARE AGE Catalog and 
Directory is due in a large measure to the way 
in which its contents are arranged. For example, 
the listings are unbroken by other material for 
the greater convenience of the hardware buyer. 

Nearly 900 manufacturers of hardware mer: 
chandise, representing the top lines of the trade, 
have co-operated to present in this issue the latest 
information on their products. 

A special Index to Catalog Information, printed 
on colored paper to make it easier to locate, gives 
buyers a fast, convenient way to locate descrip- 
tions in the many colorful catalog-ads in this issue. 

Another valuable feature is the index of some 
25,000 brand names, listed according to product. 
Thus, a hardware buyer, knowing only the gen- 
eral name of a product, as for example, “plasterers’ 
floats,” can quickly locate the name and address 
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By W. A. Phair, editor 


of the manufacturer of a specific brand of floats, 
or he can locate at the same time the names and 
addresses of several sources of floats. 

Another useful feature is the index of trade 
names and house brands used by wholesale hard- 
ware firms. 

These features, combined with the valuable in- 
formation contained in the many catalog-ads, are 
the reasons for the trade’s acceptance of the 
HARDWARE AGE Catalog and Directory Issue as 
their prime source of buying information. 

Al Mangin, the editor of this catalog issue, com- 
bines many years of practical hardware experi- 
ence with many years experience and skill in col- 
lecting, editing and ypublishing information on 
hardware merchandise, all of which goes into 
making this issue convenient to use and a con- 
stant reference source wherever hardware is 
bought. Take good care of your issue when it 
arrives. It will be very difficult to replace if 
it is lost or mislaid. 





Sell the Lawn, 
Not the Seed 


In our mail last week was a letter from a dealer 
discussing the selling of lawn and garden goods. 

This dealer said he had found it very profitable 
to sell the lawn, not the seed. He creates, through 
his retail advertising, the mental picture of a 
beautiful lawn. Then he offers the seeds, tools 
and other supplies that are necessary to build 
such a lawn. 

Any real salesman will tell you that you must 
sell the need before you can sell the product. This 
hardware dealer is displaying real salesmanship 
in talking about beautiful lawns first, then talk- 
ing about the seed. 

This technique is as old as selling itself, but it 
is too often neglected by retailers. It was given 
national recognition some years ago with Elmer 
Wheeler’s famous expression, “Sell the Sizzle, Not 
the Steak.” Readers will remember Mr. Wheeler’s 
articles on this subject in HARDWARE AGE. 

A good selling effort, or a well planned promo- 
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tion takes time and thought. It’s easy to run an 
ad saying simply “We Sell Seeds.” The smart 
salesman will take a little more time and work 
up an ad saying “We Sell Beautiful Green Lawns.” 

This same technique can be applied to many 
lines of hardware merchandise, particularly ap- 
pliances. It is an excellent antidote for cutting 
prices. 

How about trying it in your store? 





Telephone Selling 
For Extra Sales 


One of the dominant characteristics of modern 
retailing, along with open displays and credit 
terms, is the use of the telephone to make extra 
sales. 

The mail order chains and the department 
stores have long put emphasis on telephone sell- 
ing and they have found it very profitable. 

While some hardware stores have realized the 
value of this type of selling, too many have com- 
pletely overlooked it. As dealers extend their ad- 
vertising activities in newspapers, direct mail, 
consumer broadsides, etc., the telephone becomes 
an increasingly important source of additional 
sales volume. 

But you can’t expect to make a success out of 
telephone selling, just by waving your hand and 
saying you'll do it. 

You must develop an effective telephone tech- 
nique. There are tricks in all trades and there 
are also tricks in the proper use of the telephone. 
Your local telephone company can help you in this. 

You must also set up facilities for handling 
telephone orders, for answering questions on 
prices, quality, etc. 

The handling of phone orders should be put in 
the hands of an intelligent, courteous salesclerk 
who is familiar with your stock and your prices. 

Then in your advertising, stress the fact that 
customers can order by phone. 

This will, of course, require the setting up of 
credit or COD terms, but this is no obstacle since 
most stores already have these facilities. 

There’s extra sales volume in selling by tele- 
phone; why not get your share? 





Hardware 
In Texas 


I had the pleasure recently of attending the 
annual convention of the Texas Wholesale Hard- 
ware Assn. at San Antonio, which, Texans will 
have you know, is in the “Republic of Texas.” 

There are two things that I particularly re- 
member about this meeting and they are the heat 
and the hospitality, both of which Texans spell 
with capital letters. 


It doesn’t take one many hours in Texas to dis- 
cover why you don’t hear much about a Texan 
Chamber of Commerce. They don’t need one, for 
every Texan is his own Chamber of Commerce. 
It seems to me that the whole hardware trade of 
Texas worked on me in shifts trying to point out 
the error of my ways in living in the East, rather 
than in Texas. They are mighty persuasive peo- 
ple, and they did their arguing with a smile. 

While their hospitality lived up to everything 
that has ever been said about it, they also set aside 
ample time for serious discussions of hardware 
wholesaling problems. 

The growth of this convention over the past 20 
years or so has paralleled the tremendous growth 
of Texas as a consuming area. Texas today cer- 
tainly rates as a prime market for hardware and 
all types of mill supplies as well as farm and ranch 
gear. It should be prominent on any manufac- 
turers’ merchandising program. 

The problems faced by Texas wholesalers and 
dealers are quite similar to those faced in other 
sections of the country. The boom in natural gas 
and oil has, of course, caused some areas to move 
upward faster than others, but the overall average 
is about the same as in other areas. 

Incidentally, any hardwareman interested in 
learning how to put on a program of first class 
entertainment using amateur talent exclusively 
should get in touch with the Texas Hardware 
Boosters Club. They provided the entertainment 
for the meeting, drawing almost entirely from 
their own ranks for the talent, and we do mean 
talent. 





Business Prospects 
For Third Quarter 


Some interesting observations on the outlook 
for general business conditions in the third quar- 
ter of this year, as compared with the third 
quarter of a year ago, turned up in a series of 
interviews of 1178 business men conducted by 
Dun & Bradstreet. 

Some 55 pct of these men expect business in 
the third quarter to be better than a year ago, 
while 19 pct see a lower level of activity. 

Lower profits were predicted by 38 pct, while 
34 pct expected an increase. A majority of 60 
pet expect prices to remain about unchanged, 
while 19 pct expect higher prices and 21 pct see 
lower quotations. 

Opinions expressed by retailers showed that 51 
pet expect better business in the third quarter, 
while only 19 pct see a decline. 

Opinions on trends in net profit were about 
evenly divided between higher, lower and no 
change. 

Most retailers, 54 pct to be exact, expect prices 
to remain unchanged. 
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The Ilco UNIVERSAL Door Closer 
is always ready for installation on 
right or left hand doors without 
A change. The ideal closer for quick, 
over-the-counter sales. 











Ge t YOUR share of Summer 


Door Closer Business 


Ilco dealers are selling new and replacement door closer 
installations to schools, hospitals, stores, apartments, fac- 
tories, institutions, public buildings and homes in their 
communities, They know that when properly installed, 
Ilco guarantees unconditionally for 2 years, every Uni- 
versal and Ball Bearing door closer. No dealer can ask 
for better assurance than this . . . concrete proof of Ilco’s 
faith in the superior design and performance of its 


products. 


Ilco door closers are no longer seasonal merchan- 
dise . . . you'll find them in demand the year 
around. Proper door control prevents heat-loss 
and is a “must” for effective air conditioning. 


Check these opportunities in your territory right now . 
place your order and be prepared to get your share of 
this profitable Ilco door closer business. 


SEE YOUR JOBBER OR WRITE US TODAY 
ABOUT YOUR DOOR CLOSER NEEDS 
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The Ilco BALL BEARING, RACK 
AND PINION Door Closer assures 
precision door control . . . provides 
back-checking action . . . operates 
at maximum efficiency with mini- 
mum maintenance. 


No, 3001 Ilco Senior Screen and 
Storm Door Closer, slightly smaller 
than DeLuxe model, excellent value 


at moderate cost, silver gray finish. 
Reversible. 





, a 


No. 3002 ee. Delune Screen and 
Storm Door Closer has an extra 


heavy enclosed spring. Attractive de- 
sign, finished in durable silver gray. J 
all 





Reversible. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


The New Control Law in Brief 


Life under the new control law 
(Defense Production Act) is 
going to be somewhat easier 
during the next year. While 
the new version of the law that 


became effective July 1, does not alter the pattern of controls over retailing to any substantial 
degree, it does however free retailers from the burden of filing the many forms required by 


OPS on products selling below ceilings. 


Otherwise, Federal defense regimentation goes on 
pretty much as it has for the past 18 months. 


At the Capitol, political reaction to the new law is definitely mixed. Democratic leaders say 
it is “a good law,” which will protect buyers and sellers equally. Senator Homer Capehart (Ind. 
Rep.) says, “We’re just kidding the American people when we tell them this is a measure con- 
trolling prices or wages.” The law’s key points follow. 


Price Controls— 


OPS stays in business through April 30, 1953. All 
firms are exempted from filing OPS forms on items 
selling below ceilings. Firms, however, must certify 
to OPS which of its goods are in that category. Mark- 
ups still must be calculated on any industry-wide 
basis, rather than on an individual company basis. (A 
move to reverse this situation was blocked by the 
Senate.) And the new law requires OPS to guaran- 
tee pre-Korean markups, both percentage markups 
and: dollars-and-cents markups. Goods and services 
sold by cities and states are now exempt from price 
control. 


Rent Controls— 


All commercial real estate continues unaffected. 
Controls over residential properties end as of Sept. 30 
unless local authorities take steps to continue them. 
If controls lapse, there must be a 90-day waiting 
period and hearings must be held before controls can 
be reimposed. 


Credit Controls— 


The Administration’s power to impose Regulation 
W has expired, thus preventing the Federal Reserve 
Board from re-issuing its credit regulations at its 
own will. The FRB may continue for one year to fix 
minimum payment requirements on purchases of new 
homes. But Congress has written into the new law a 
section prohibiting the FRB from requiring any more 


10 


than 5 pet down at any time when the national rate 
of home construction drops below 1,200,000 housing 
starts. The law makers hope this provision will keep 


sales of hardware, appliances, home furnishings, fur-’ 


niture, etc., on a firmer level than during the past year 


Materials Controls— 


Federal authority to regulate all uses of steel, cop- 
per, and aluminum is extended through June 30, 
1953. NPA may, of course, amend its regulations as 
it sees fit at any time during this period. But Con- 
gress scrapped a plan to require NPA to consider the 
pre-Korea competitive situation of manufacturers. 
How much metal is to be available for manufacturers 
of hardware, appliances, housewares, etc., now de- 
pends solely on the foreign situation, and how NPA 
views the supply-and-demand situation from month- 
to-month. 


Wage Controls— 


Former business-labor-public board is to continue 
to function through April 30, 1953. But it is barred 
from intervening in any labor dispute, and it may not 
issue any new general wage order. From here on, all 
White House nominations to board membership are 
subject to Senate approval. Groups now exempt from 
wage control are firms employing fewer than 9 per- 
sons; persons earning less than $1.00 per hour, engi- 
neers, architects, certified public accountants and all 
farm help. 


(Continued on page 82) 
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DESIGNERS AND MANUFACTURERS OF QUALITY HARDWARE SINCE 
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1715 Liverpool St., Pittsburgh 33, Pa. 
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LATEST 


Soil Conditioner 


Chemical soil conditioner, called 
Fluffium, is a resinous liquid that 
can be sprinkled or sprayed on the 
soil with sprinkling can or hose. 
It changes hard, clay-type, cracked 
and dry soils into soft, loose, well- 
granulated, porous soil. It allows 
air to reach down into the soil, im- 
proves drainage and helps the soil 
hold moisture. It comes in four 
sizes from 1 qt. (2 lb.) retailing 











for $3, enough for 300 sq. ft., to 
2 gal. (16 Ib.) for $19, enough for 
3000 sq. ft. Henry A. Dreer, Inc., 
1934 Arch St., Philadelphia 3, Pa. 


Refrigerator Dishes 


Polystyrene Carry Home Pack of 
refrigerator refresher dishes, No. 
865, can be stacked to save space 
and will not slip or tip because of 
recessed grip. Base design fits re- 
cessed top of both large and small 
dishes and the sides are tapered 
for nesting. Opaque Humi-Tite 
covers keep foods fresh and con- 
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INFORMATION ON NEW 





tents can be seen through trans- 
parent containers. The set con- 
sists of a large dish, 21/x434x9 in., 
and two small dishes, 214x434x434 
in. Available in chartreuse, gray 
and canyon clay, the suggested re- 
tail price of the set is 98¢. Federal 
Tool Corp., 3600 W. Pratt Blvd., 
Chicago 45, IIl. 


Roast Meat Thermometer 


All-metal roast meat thermome- 
ter features a dependable, bi-metal 
mechanism and a stainless porce- 
lain dial, all housed in a gleaming 
rust-proof case. The dial face will 
not discolor under extreme heat 
and is protected under a convex 
glass crystal. Thermometer is un- 














PRODUCTS AND SERVICES 





breakable and has a dial face chart 
that includes readings for all 
standard varieties of meat as well 
as Fahrenheit symbols. Cooper 
Thermometer Co., Pequabuck, 
Conn. 


Electric Spray Gun 


All-meial electric spray gun has 
trigger action and a high speed 
electric pumping device that deliv- 
ers more than 20 ib. of pressure at 





7200 strokes per minute. No com- 
pressor is needed with this light- 
weight gun that sprays paints, 
chemicals, oils, insecticides, deo- 
dorants. Made of stainless steel, it 
has a sturdy vibrator motor in the 
handle. A 25 oz. flint glass jar and 
U/L approved 8-ft. cord are sup- 
plied. Gun uses A. C. current; 110 
volt lisht socket. Retails at $12.95. 
Champion Implement Corp., 175 E. 
87th St., New York, N. Y. 


Enameled Drainboard 


Made of titanium porcelain on 
heavy gage steel, this white enam- 
eled drainboard is handy for use 
with any type of sink. It can rest 
on a table or frame, with its drain 
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in hardware merchandise... 





end on the edge of the sink, and can 
be hung on the wall when not in 
use. It will not rust or stain and is 
easily cleaned. It measures 1514x20 
in. with a % in. rim on three sides. 
Federal Enameling & Stamping 
Co., Pittsburgh, Pa. 


FloorMaintenance Machine 


Efficient floor care is provided 
by this floor maintenance machine, 
Model A.L.M. 13, which has simpli- 
fied design and can be used for 
scrubbing, polishing, steel wooling, 
disc sanding and buffing all types 
of floors. It has a 13-in. brush 
spread and riding-on-head type of 
construction. It is powered by a GE 
heavy duty motor, 115 volt, 60 
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cycle, A. C., 1750 rpm. Brush speed 
is 172 rpm. A mar-proof bumper 
guard protects machine and walls. 
Handle automatically adjusts for 
height. American Floor Surfacing 
Machine Co., 522 S. St. Clair St., 
Toledo, Ohio. 


Toy Bulldozer 

Seale model of Caterpillar bull- 
dozer is 1/12 the size of the real one 
and weighs 5 lb. Made from blue- 





prints supplied by the Caterpillar 
Tractor Co., it is a working model 
15% in. long with a three-position 
movable blade and plastic motor. It 
is made of 18-gage steel, has spot 
welded joints and tough, plastic 
movable treads. Suggested retail 
price is $12.95. Charles W. Doepke 
Mfg. Co., Blue Ash Rd., Ross- 
moyne, Cincinnati, Ohio. 


Chrome Appliance Mat 


An addition to the Aristo-Mat 
line, this chrome appliance mat has 
safety ringed Kant-Kut-Korners, 
asbestos padding which prevents 
metal from touching surface and 
has a heat protection up to 500 deg. 
It is chrome plated on heavy gage 

(Continued on page 66) 









TO HELP YOU 


SELL 


AND OTHER DEALER 


Screw Driver Merchandiser 

Permanent all-metal screw driver 
display for wall, post or easel 
mounting is offered free with one 
of two different stock assortments. 














Made of heavy-gage metal enameled 
in yellow with blue and orange 
trim, the display has 4 sq. ft. of 
selling space. Display price strips 
are easily revised and replaced. 
Spring steel easel is removable to 
allow display to be hung on wall. 
Display measures 18%4x3054 in. 
Stanley Tools, New Britain, Conn. 


Sprayer Parts Packaging 

Power sprayer and water system 
parts, numbering 26 separate 
items, and leather pump line, 95 


pieces, are now in_ attractive, 
sturdy, metal-edged cardboard 
boxes. The boxes are imprinted 


green on yellow with a label for 
(Continued on page 76) 
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First Half-Year's 
Business Wasn't Bad, 


Second Looks Better 


With business now past the half- 
way point of the year, a look at 
the record shows that the period 
was a better one than many had 
thought it to be, and, according 
to most indices, the second half 
looks even more promising. 

The most disappointing segment 
has been appliance selling but even 
this trade now has taken an en- 
couraging turn. 

General Electric announced that 
its appliance sales were one-quar- 
ter higher in May than in April. 
International Harvester reported 
its refrigerator sales were 12 pct 
higher. 

Consumer durable goods _ pur- 
chases have been stable at a $25 
billion annual rate for more than 
a year, but down about 20 pet from 
the peak reached in the first quar- 
ter of 1951. 

Consumer’ expenditures rose 
slightly in the second quarter and 
while the volume wasn’t as great 
as the 1951 peak, it remains about 
even with the postwar level. 

Spendable income continues at a 
high rate which augurs well for 
future business. 

Civilian employment in May rose 
to 61.2 million, and unemployment 
is at a postwar low of 1.6 million. 
There were about one million more 
people at work in April than there 
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> May Retail Trade Better 


> Home Starts Near Record 


> Good 3rd Quarter Predicted 


were a year ago. Department store 
sales for the country as a whole 
were 6 pct higher than a year ago, 
in the week ended June 21. 

Consumer credit was increased 
in April and instalment loans 
showed a further rise. 


Strike Cuts Steel 
To Aug. 1950 Level 


May steel production amounted 
to 8,261,000 net tons, which was 
the lowest total for any 31-day 
month since August, 1950. 


Businessmen Expect to Have Better Sales 
In 3rd Quarter, But See Profits Declining 


Manufacturers, wholesalers and 
retailers are all optimistic about 
business possibilities in the third 
quarter of the year, but manufac- 
turers have a somewhat brighter 
outlook than the other two groups. 

In a study based on interviews 
with executives of 1178 business 
firms, made by Dun & Bradstreet 
in mid-April, 55 pet indicated that 
they expect am increase in net 
sales; 26 pct said they look for no 
change and 19 pct said they expect 
a decrease. 


Manufacturers of durable goods 
were more optimistic about busi- 
ness than producers of non-du- 
rables. 

Net profits are expected to de- 
crease by 38 pct. Sixty per cent of 
those who participated said they 
look for no change in selling prices. 
About 42 pct answered that they 
expect no change in the level of 
inventories. 

Half of the manufacturers ex- 
pect to see an increase in new or- 
ders during the third quarter. 


Credit-granting Hardware Stores Showed 
Best Sales Increase from 1950 to 1951 


Credit-granting hardware stores 
included in the Federal Reserve 
Board’s 1951 Retail Credit Survey, 
recently completed, showed a big- 
ger percentage of increase in total 
sales, and in charge account sales, 
than stores in any other retail lines 
studied. 

The hardware stores showed a 6 
pet increase from 1950 to 1951 in 
the amount of total business. The 


charge account business of these 
stores was 9 pct higher in 1951; 
cash sales were 4 pct higher, and 
instalment sales were 3 pct higher. 

Changes in sales from 1950 to 
1951 among the 16,000 credit- 
granting stores included in the sur- 
vey, differed considerably among 
trade lines. Variations in sales of 
durable and nondurable goods set 

(Continued on page 96) 
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Watch this one 
...for turnover! 





You'll profit from sales turnover when you 
feature a complete department of RB&W fas- 


























teners in your store. 


They seem like small items, but actually 
they’re big business . . . great hardware staples ‘ 
that people need day in and day out. They’re 
top sellers (as hardware sales figures prove) that 
build traffic for everything you sell. 


And you can stock this profitable product in 
quantity without worrying about style changes 
or damage. Thus, you keep time-consuming re- 
ordering to a minimum. 


You keep handling to a minimum, too.. . 
thanks to RB&W’s unique “upside-down” pack- 
age that prevents spilling. This attractive red 
and green package stands out on your shelves 

. . clearly labelled to show in a jiffy the type 
and size you want. 


It will pay you to move fast and order the 
complete RB&W quality line of fast-moving 
fasteners. 


107 Years Making Strong 
the Things That Make America Strong 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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how BALANCE helps 
you sell more sledges 


hae to yourself and your customers that Warren- 
Teed sledges are in perfect balance . . . with a flick 
of the wrist. Place a sledge with the polished face down 
and give it a whirl. It spins smoothly while maintain- 
ing an upright position. That’s Balance. 


Men who buy and use heavy hand tools know the 
value of a sledge that strikes true every time; that does 
not mar tools on the receiving end of the blow; that 
is safer because it is balanced accurately. 


Forged from special open hearth steel, Warren- 
Teed sledges are made to last. Striking faces are 
polished to a mirror-like finish, then protected with 
clear lacquer. Painted Dutch Blue to attract the quality 
buyer’s attention . . . they stand out from the rest. 


Order Warren-Teed sledges today, demonstrate 
their balance to your customers and watch them sell. 
Write, if you desire more information. 








Shipped with or without handles, four to a carton 


pesie a easy handling and efficient storing. Fully pro- 


tected from scuffing and scratches. 


REMTEED 
WARREN TOOL CORPORATION 


General Offices... 







Warren, Ohio 




















Export Division . . . . 30 Church St., New Yerk 7, N. Y. 
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“Corborundum” is a registered trade 
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ARE YOU ONE OF THEM 4? es 


COUPON now for | EF 
It’s FREE! 










Your Copy... 


ates manufacture by The Carborundum Company, Niagara Falls, New York 
















TRUE TEMPER AXES HAVE 
ALL THESE FEATURES! 


® Heads forged from solid 
steel—no welds orseams. 


‘ e Py 
say dealers and customers alike! (Cities anaes 


automatically-controlled 
furnaces. ; 


HE minute a man who knows axes takes a True Temper axe in 

hand, he'll know he’s holding the finest axe made! Whatever 
the pattern or weight... single or double bit. . . this is the axe that 
leads the field in design, construction, balance. 





@ Power centered for ac- 
curacy. 

You can stock and display True Temper axes with complete con- 7 : 

® Fire Hardened hickory 
handles to resist weather 


and wear. 


fidence that with every sale you'll gain a satisfied customer—the 
“indispensable man” to your business and ours! True Temper Corpo- 
ration, Cleveland 15, Ohio. 





© Power driven for perfect fit., 
















. Wa 
TRUE TEMPER Corporation Tackle Blo 
FOR OVER 100 YEARS MAKERS OF FINE TOOLS. FISHING RODS. GOLF SHAFTS YOU CA 
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ENGINEERED 
FOR SAFETY 








GET THIS EXTRA STRENGTH 
AT NO EXTRA COST! 


Usual Upson-Walton's 
Safe Working Safe Working 
load load 





3” Single. « « « 200 Ibs. 265 Ibs. 
3” Double . = 300 Ibs. 400 Ibs. 
De a « « © 400 Ibs. 540 Ibs. 


a Us 6 « 6 0 400 Ibs. 510 Ibs. 
4" Double ... - 550 Ibs. 730 Ibs. 
| ee 700 Ibs. 925 Ibs. 


ee 500 Ibs. 675 Ibs. 
5” Double . . . 750 Ibs. 1000 Ibs. 
5" Triple. . . . + 1000 Ibs. 1325 Ibs. 


6” Single. . . . « 1000 Ibs. 1320 Ibs. 
6” Double . - « 1500 Ibs. 1900 Ibs. 
6" Triple. . . »* 2000 Ibs, 2640 Ibs. 


7" Single. « + « « 1500 ths. 1700 Ibs. 
7” Double . . ~~. 2000 Ibs. 2575 Ibs. 
7’ Triple. . . « « 2500 Ibs. 3000 Ibs. 


8” Single. . - « 1700 Ibs. 2200 Ibs. 
8” Double . ... 2450 Ibs. 2850 Ibs. 
8’ Triple. . . . « 3200 lbs. + 3500 Ibs. 


10” Single. . . « « 2600 Ibs. 2750 Ibs. 
10” Double . . . . 3400 Ibs. 3650 Ibs. 
10” Triple . .* 4200 Ibs. 4900 Ibs. 


12” Single. . . . . 3000 lbs. 3000 Ibs. 


12” Double . .. . 3750 Ibs. 4600 Ibs. 
12” Triple. . . . . 4500 Ibs. 5400 Ibs. 

















Upson-Walton wood blocks not only have 
extra strength but also outstanding eye appeal 

. with clear-lacquered hardwood shells 
and contrasting green enameled steel parts. 
See your distributor for efficient service from 
stock. Write for free catalog. 


Tackle Blocks + Fittings + Wire Rope THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York ° Chicago . Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S 81 YEARS OF EXPERIENCE 
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Preparing the fibre into continuous “slivers.” 


It’s made right. . . 
right from the start! 


For unrivaled strength and flexibility the top quality, 
long-wearing Manila fibres in Columbian Rope are combed 
into a soft, smooth ‘“‘sliver’’ before spinning. They are 
then tested to meet exact weight and quality standards 
before being combined and blended in the final ribbon. 


For you that means uniform tension, pliable, non- 
kinking rope that is guaranteed. Columbian Pure Manila 
Rope—There is no finer! 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street 
Auburn, “The Cordage City,” N. Y. 


{ 


" 


COLUMBIAN 


iA 
TWINES Z 





agree or 
KS 


Practically all hemp (abaca) used 
commercially comes from the 
Philippines. Climatic and soil 


conditions make the Islands par- 
ticularly adapted to the growth 
of Manila hemp. 





At one of the oldest inhabited 
sites in Peru in Hauca Prieta 
Mound, some 1000 feet of rope 
were uncovered which scientists 
estimated to be 3000 years old. 





For a firm fall that can take the 
wear of boom-head blocks, heel 
blocks and winch-drum, you can't 
beat Columbian rope. In your 
gear it means sofe, efficient, 
economical cargo handling. 


Doubly marked for your protec- 
tion, look for the paper tape 
found in one strand which bears 
our name and guarantee; and 
in Columbian Pure Manila Rope 
%” Dia. and larger, the red, 
white and blue surface markers. 
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The completely new inlaid design 


swackstraw”" ii. 





line! 







Here’s “‘JACKSTRAW” Gold Seal® Nairn Inlaid linoleum being used in editorial features in the im- 
Linoleum. It’s the pattern and colors overwhelmingly portant home-furnishing magazines! It’s your big, 
preferred in a survey of America’s housewives! It’s the long-range promotional sellér . . . from this fall on! 


\ 
Here’s why Qecsstiew” is jam-packed with profits! 


Specifically designed to make small rooms look bigger... 
all rooms brighter, airier! 

5 smart patterns in best-selling background colors. . . grey, 
green, white, red, beige! 

Multicolor jackstraws harmonize with any color scheme! 
Random design eliminates matching problems! 

National advertising in full color full pages in top circula- 
tion magazines! 

Powerhouse promotion for your store. . . bulging kit of 
displays, mats, customer handouts... everything! 


CONGOLEUM-NAIRN INC. 


© KEARNY, N. J. 
MAKERS OF GOLD SEAL GUARANTEED FLOOR AND WALL COVERINGS. 
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: FREE IDEA-PACKED MERCHANDISING BOOK 


shows how to cash in on “JACKSTRAW” . . . how 
| to reap a harvest with this spectacular new profit 

leader. Don’t waste any time. Mail coupon now. 

There’s a pile of “jack” in “JACKSTRAW” and 
[ this book tells you exactly how to get it! 


| Congoleum-Nairn Inc. 
Kearny 1, N. J. 


Please rush my free copy of “Your Jackstraw Mer- 
chandising Plan.” 
| HA 





| Store 








Address 
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City Zone State 
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New charm for home entrances 
New sales and profits for you 


No Leigh building product has “caught on” more rapidly 
than Leigh Door Scrolls. These beautiful screen or storm 
door fittings, cast in rust-proof aluminum from hand 
carved wood models are rich in depth and detail. Finished 
in textured white or natural lustre aluminum. Can be 
fitted to any door in minutes. And they are also practical 
because they provide added bracing. Packed 1 set per car- 
ton complete with installation screws. Truly real entrance- 
way beautifiers for the home... truly real profit makers 
for you! Order by sets giving design and finish. 




















| 
| 
| ithi 
| = i * Wi 
has bec 
| 2 Exquisite Designs no 
“ENCHANTMENT” (left), A beautiful ful depth in behs 
swirling leaf pattern. To used in eac rner of 
door. li” x 9”. Packed 4 per boy = shies tioners 
I sa ae * ang > ll (right) pe Ge Sere . Th 
orning Glories blooming ’ ~ 
used te Seema aopestie acne Of door. 20” x 14”. by Mor 
Packed 2 per set. in clear 
ce! that ha 
Krilium- 
conditic 
Kriliun 
i tioner 
and the 
opment 
by Mor 
j scientis 
©Send for complete new 4-color Catalog 52-L of Krili 
leigh interior and exterior metal building supplies. Teun 
stated | 
LEIGH BUILDING PRODUCTS, DIVISION pre. 
7 1952, is 
AGE STREET AIR CONTROL PRODUCTS, INC. COOPERSVILLE, MICHIGAN Tribun 
euiital < ‘When 
nounce 
evil agro 
SKMUSMEOC AWNINGS AND CANOPIES 
L) be dep 
* ALL METAL + LOW PRICED Monsan 
* PREPACKAGED KNOCKED-DOWN Contra 
QUICKLY INSTALLED te ei 
Monsan 
* WEATHER DEFYING trile. 
This beautiful new Leigh ‘‘Aristocrat’’ line It isan 
requires no special installers. Put up by any- id 
one in minutes. Only 6 standard stock sizes acid Col 
required. eo re rattle. ee bond- : supply. 
erized steel finished with zinc chromate primer 
and baked enamel. White with bive, green Most ef 
or tile red stripes. Special sizes available. Of all 1 
period ¢ 
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Clearing up 


SOIL CONDITIONER 


Confusion 


Published for the guidance of dealers and their customers by Monsanto 
Chemical Company—originator and developer of the principle of soil 
conditioning and sole producer of Krilium* Soil Conditioner. 


Within past weeks much confusion 
has been created by miscellaneous 
claims and counterclaims advanced 
in behalf of numerous “soil condi- 
tioners” now crowding the market 
... The following facts, presented 
by Monsanto, will be found helpful 
in clearing up a number of questions 
that have arisen. 


Krilium—the first proved soil 
conditioner 

Krilium was the first soil condi- 
tioner to be announced publicly— 
and then only after years of devel- 
opment, research and testing both 
by Monsanto and by recognized soil 
scientists in all parts of the country. 
Krilium is a proved product! As 
stated by one of the country’s lead- 
ing soil scientists in the May 18, 
1952, issue of the New York Herald 
Tribune— 

“When they [Monsanto] did an- 
nounce it [Krilium], they had a fully 
tested organic substance that could 
be depended on to do the job.” 
Monsanto's own supply source 
Contrary to a widespread miscon- 
ception, the basic ingredient in 
Monsanto Krilium is not acryloni- 
trile. 

It is a modified vinyl acetate maleic 
acid compound—available in ample 
supply. 

Most effective for home gardens 

Of all the chemicals tested over a 
period of years—including acryloni- 
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trile—the chemical compound form- 
ing the base of Krilium was proved 
definitely superior. In fact, it is from 
30% to 300% more effective, de- 
pending on the nature of the soil 
treated. 


Dry vs. wet 

Krilium is a dry powder which— 
again, according to the soil scientist 
previously quoted—“produces phe- 
nomenal effects when mixed with 
the soil by cultivation.” 

The simple fact in the matter of dry 
vs. wet application is that dry Krili- 
um properly worked into the soil at 
root depth has been proved much 
more effective than any one of the 
packaged liquid formulations on the 
market today. 

“Active” content 

In producing a formulation contain- 
ing Krilium—such as Merloam”* for 
home garden use—certain inactive 
ingredients are added to keep the 
product dry and free-flowing, as 
well as to assist in equal distribu- 
tion of the active ingredient. 
However, the activity of the basic 
ingredient is not reduced by dilu- 
tion. 


What about cost of treatment? 

Many cost-per-square-foot figures 
have been published—most of them 
different from each other. The arith- 
metic of cost is very simple since 
there is only one way to figure it— 
that is, on the basis of depth treated. 


For instance— 

On a pound-for-pound basis, Krili- 
um is the most economical soil con- 
ditioner on the market—particularly 
since, in some cases of soil crusta- 
tion and very shallow root growth, 
%-inch penetration may be suffi- 
cient. 

More information on Krilium 

In a limited space, it is difficult to 
tell the entire Krilium story — or 
even to clear up the various points 
of confusion resulting from com- 
petitive activities. 

Therefore, questions additional to 
those answered here should be ad- 
dressed to Krilium distributors or 
to Monsanto Chemical Company, 
Merchandising Division, St. Louis 
4, Missolri. 


COPYRIGHT 1952.m.C.Cc. 








Krilium 
rilium 
SOIL CONDITIONER 
Special MERLOAM Formulation 


for lawns and gardens 











Serving ladustecy...Which Serves Mankind 








‘Gust a Breese’ in any Snowstorm! 








Sreel Pure 


\s Fst Cate 





No stuck trucks at loading docks 


with steel pipe snow melting 


All the precious time gained, high-balling 
the highway with urgently needed cargo, or 
making fast work of local deliveries, can be 
lost forever by a jam at an inclined or 
declined loading or receiving dock, caused 
by just a skim of ice or a mere half-inch of 
snow to say nothing of a heavy storm! 

Yet for a comparatively minor investment, 
dock approaches and aprons can be kept 
snow and ice free all winter long. So, far- 
sighted managements are licking this weather 


AMERICAN IRON AND STEEL INSTITUTE 





problem at the docks with steel pipe snow 
melting systems . . . and the big wheelers roll 
in and out “in a breeze.” 

Snow melting and steel pipe go hand-in- 
hand. Economy in purchase and durability 
in service make it a natural for this applica- 
tion. Add the important factors of formability 
and weldability for panel fabrication and you 
have the reasons why steel pipe is first choice 
for snow melting systems—and why it’s the 
most widely used pipe in the world! 


COMMITTEE ON STEEL PIPE RESEARCH 


350 Fifth Avenue, New York 1, N.Y. 
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Gentlemen: 


In 1948 I had my home built at the address below and after living there about six 
months my cellar started to leak from several places along the seam and walls. At 
first I didn’t pay much attention but the following Spring after a rain, it leaked 
worse. I called the Research Laboratory of Rutgers University in New Brunswick 
and was informed that in order to make the cellar 100% dry proof, I would have 
to have the outside dug out and have the footing and walls retarred. 


Needless to say, it was going to be a big job and an expensive one too, because 
several contractors wanted from $350.00 to $450.00 to do the job. The upstart was 
I couldn’t afford it, so in August 1950 I was transferred to Korea and when I re- 
turned last year (1951) my wife told me the cellar was worse, anywhere from 40 
to 60 buckets of water coming in during and after a rain—in fact, if it looked like 
rain, it would start coming in, almost. Then there was always the dampness and 
musty smell after or during the dry-up period. 


Several months ago my wife heard from a party about your KAY-TITE and not 
being sure, I visited this party and he showed me his results—a dry cellar, although 
his was not leaking—only dampness. So what did I have to lose by getting several 
cans, which I did. I put two coats of KAY-TITE from the base to about 114 feet 
up the wall. I also discovered I had several large holes and without a word of lie, 
after reading the directions carefully, then applying KAY-TITE, I have a dry cellar. 
Not a drop of water or dampness. As you no doubt know, we have had quite a 
lot of heavy rain these past several weeks. Now I intend to do the whole walls up 
to the ceiling. 


The reason I am writing you, Gentlemen, about KAY-TITE is I want to say I’m 
grateful and pleased beyond words. You not only gave me a nice dry cellar but 
you also saved me a lot of money and time. I wish you could send someone over 
and just see the good results of KAY-TITE, and my cellar was really bad. Try and 


send someone before I finish the rest of cellar. 

I’ve had quite a lot of people over and they all agree. At present I’m stationed in 

Philadelphia and a few persons tell me they can’t buy it here and last week I bought 

four cans for a friend of mine who lives in this area, so he could dry his cellar. 

In closing, many, many thanks because for the first time my children and we can 

really enjoy our cellar now—because KAY-TITE makes it dry and cozy. 

Respectfully yours, 

(signed) H. J. Kupper 


TO KAY-TITE 


WEST ORANGE, NEW JERSEY 


From Msgt. Hubert J. Kupper 


U.S.M.C. 


148 Second Street, Dunellen, New Jersey 
February 5, 1952 
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Sell THE COMPLETE 


BEHR-MANNING 
LINE FOR STEADY, 
YEAR-ROUND PROFITS 


A quick-loading, resilient rubber block that produces 
professional-looking finishes. Right for dry or wet sanding, 
sanding between coats and general purpose finish work 
on flats and curves. Handy size—2 % "x 5". Uses 2% “x9” 
BEHR-MANNING HANDY PACK* sheets or one-quarter 
of a 9”x11” sheet. Display it with paints and tools for 
quick sales. 


BEHR-MANNING CUT-OFF WHEELS 


make stationary and portable power saws more versatile. 
ALUNDUM® abrasive wheel cuts metal (both ferrous and 
non-ferrous) pipes, sheets, etc. CRYSTOLON® abrasive 
wheel cuts plastic, tile, stone and other non-metallic ma- 
terials. Every power saw owner Is a prospect. Address in- 


quiries to Behr-Manning Corp., Troy, N. Y. Dept. H-7 


For Export: Norton Behr-Manning Overseas inc., New Rochelle, N.Y. In Canodor 
Behr-Monning (Canada) Ltd., Brantford. 


CORPORATION 


® Fa: of NORTON Company 
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BEHR-MANNING 2c sc 


®* Trade Marks 





Real Protit Makers 
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GOLDBLATT 


Mason Tools 


Give You... 






ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 
Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 











SEND TODAY FOR THE 1952 CATALOG — Write 

ex fOr your copy of Goldblatt’s illustrated catalog 
describing the most complete line of the finest 
masonry tools and equipment. 


to install HELLER 
STORE FIXTURES 


lowest priced, highest quality, sectional and 


rchangeable store fixtures available. Write 


elm Te Mot-bE-lelo MN To S2JLA 


& COMPANY 
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offer attractive dealer discounts. 






Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 














FIRST CHOICE OF THE TRADE FOR 65 YEARS 





rubber 
& 
friction 











friction 
tape 


Look for 
the Yellow Core 








SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


made by OK ONITE 
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e PLASTIC-SELE 
aulking Tube 


that does not collapse! 





EASY TO USE Rigid disposable tube does not break or 


collapse. Just push bottom gently with hammer handle or wood dowel; 
Plastic-Sele flows from nozzle in a smooth bead. 


eer |e 
For larger jobs, 


sell the 85° PLASTIC-SELE GUN Rigid tube is a aed pressure where 


and Plastic-Sele Caulking Compound in 
pint - quart - gallon - ff} 
5-gal. cans and 
55-gal. drums. 


directly from 
the can 











7 ) Full value—contains a FULL PINT 


No breakage—no leaks—no mess for you or Fast Seller af. ee 


your customers. 


12-14% waste Less than 2% *}? , eo tl 
waste $ 








1. Remove nozzle. ECONOMICAL — MINIMUM WASTE! RETAIL 


2. Insert open end of gun 1” in Color: White. Packed 12 in double-wall carton to 


Plastic-Sele, with plunger down. Deale, prevent shipping damage. 


3. Pull plunger up slowly. Se 
4. Replace nozzle. nd ©OUpon of yw: 











WHOLESALERS—We have open wholesale territories in New P— — a on es 
England, New York, Pennsylvania and New Jersey, for well- — 
established wholesalers whose salesmen cover the hardware trade | 1395 A00 STEEL 5 
and who are not engaged in retail. Protected territories; factory ] Denver } h 
assistance for your salesmen in the field. Write for details. 9, Colorado | 





1395 South Acoma i 


i. 
DENVER, COLORADO Serrend 
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THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
HARDWARE AGE, JULY 10, 195! 
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Wa 


“,..On the feet of Sudiotialé af 


ies advances on the feet of individuals. We 
Americans live under the ‘highest standard ever 
achieved because we believe in and are permitted 
currently to practice three of the cardinal prin- 
ciples of progress—Invention, Research and 
COMPETITION. 

Nineteen basic inventions influence our pattern 
of life today. Each one was created to satisfy a 
fundamental need for improvement—a modern 
means of cumpeting as against outmoded proce- 
dure. Each one, such as the electric light, the tele- 
graph, the amplifying tube, the induction motor, 
created a new industry in which numerous com- 
panies strove in free competition for the maximum 
share of business. 

For example, since Thomas Edison invented 
the incandescent filament lamp in 1880, the elec- 
tric light industry has grown to an annual volume 
of $501,500,000 in light bulbs alone; in May, 
1906 the Wright Brothers received the patent for 
their flying machine; the value of aviation manu- 
factures in 1951 in the United States alone was 
estimated at $3,350,000,000 and in February, 
1952, records show a $101 billion backlog of 
orders. 

More rapid still is the growth of the radio- 
television industry which today produces some 
$230 million worth of home radio sets and 
$1,570,800,000 in television sets. In every case, 
employment and sales volume grew enormously 
and the public enjoyed huge personal benefits. 

Side by side with Invention came Research, ex- 
emplified by the competition of intelligent men 
questing for new materials, new methods, new 
processes, new scientific truths. Current adver- 
tisements tell of hundred-year tests to assure bet- 


ter materials for the future, technology that pro- 
duces metals to withstand almost inconceivable 
heat, machines calculating 20,000 times faster 
than the mind of man, medicines that cure “‘in- 
curable” diseases, food processes that cook, ster- 
ilize and pack hundreds of cans a minute. And in 
every case, the public enjoys huge personal 
benefits. 

This is what James A. Decker undoubtedly had 
in mind when he wrote the line,‘‘Society advances 
on the feet of individuals.” These “individuals” 
are you and I, all our countrymen, benefiting 
every day from Invention, Research—and from 
COMPETITION. 

Developing inventions, marketing products, 
and pursuing scientific research require substan- 
tial investments. A grave danger to their future 
now looms. In 1951, corporation net profits suf- 
fered a loss of 21% over the previous year. The 
reason—taxes too high, government controls and 
policies that interfere too greatly with private in- 
dustry. If this continues, financial cesources will 
dwindle, competition will be stifled. 

Without free competition, American progress 
stops. No country can long exist when its govern- 
ment calls all the shots. We need competition to 
assure progress for people. 


* * * 


This report on PROGRESS-FOR-PEOPLE is pub- 
lished by this magazine in cooperation with National 
Business Publications, Inc., as a public service. This 
material, including illustrations, may be used, with 
or without credit, in plant city advertisements, em- 
ployee publications, house organs, speeches, or in any 
other manner. 
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ou Always Know Where You Are... with 


You can always chart a true course 
in production and marketing, when 
you work with Brass. For its ““work- 
ing behavior’ on any job is well- 
known, always reliable, never er- 
ratic. Yes, Brass is easy to get 
aiong with; whether you’re fabri- 
cator or user. And you’ll never be 
left high and dry... like a major 
manufacturer who was forced to 
try a substitute material during the 
recent copper “‘shortage”’... and 


who wound up paying more than 
$10,000,000 in free replacement 
parts to angry customers. 

No, it shouldn’t be long before 
there’s a shortage of shortages. And 
so, in the words of the world’s larg- 
est copper producer (a producer of 
many other metals as well): “On 
the basis of the facts, there is no 
need to consider long-range substi- 
tution of other materials for the 
red metal.” For, when all is said 


and done, there are no substitutes for 
Brass. And if you are a user of 
Brass mill products, your inquiries 
are invited now. 

The Bristo.t Brass CORPORATION, 
makers of Brass since 1850 in Bris- 
tol, Conn. Offices or warehouses 
in Boston, Chicago, Cleveland, 
Dayton, Detroit, Los Angeles, Mil- 
waukee, New York, Philadelphia, 
Pittsburgh, Providence, Rochester. 


“ Bristol-Fashion” means Brass at its Best 





BEST QUALITY “AMERICAN BRAND” JUTE TWINES 
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Packed 24 Balls, 
approximately )% lb. 
each, to a box 
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Everybody uses twine! Here’s the way to sell more of it and make more 
money with less sales effort. Handy Boxes of ‘“‘American Brand”’ Jute Twines 
make impulse sales and pay big dividends for the small counter space they 


take up. 


POPULAR 
SIZES 


These 7 popular sizes of ‘American 
Brand"’ Jute Twines are Handy 
Packed: 

No. 24 Polished Fine India 

No. 36 Polished Fine India 

No. 48 Polished Fine India 


Mail coupon for more information. 


AMERICAN MANUFACTURING COMPANY, srooxtyn 22, W.v. 


ROPE - TWINE + OAKUM ~- PACKING - CARPET AND ELECTRICAL YARNS 
“HANDY COILS” MANILA & SISAL ROPES 


Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 
Sales Offices: Boston + Chicago + Houston + New Orleans + Philadelphia + San Francisco 
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4 
{ 
No. 4/4 India 

No. 6 Indi a ee ee eS ee eee Se ee 
3 ply Ez Wesene y AMERICAN MANUFACTURING COMPANY | 

- T a 

3 ply Green Garden Jute | Please send complete Noble & West Sts., Brooklyn 22, N. Y. | 
¢ Handy Boxes of ‘American Brand” ¢ af 5 Name 
@ Jute Twines are handy for selling— | information and | 
handy for stocki handy for re ; Compeny 
> / TO < ng— n y - ° . 
2 shipment—handy for inventory. ) | delivery schedules Address | 
Q Q | City Zone State — - | 
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Converting a 
theatre building 
into a 


Hardware 
Department ee aan 


play of Whipple’s Hardware Department Store in 
Merchantville, N. J.. when a man was heard to say 





“That’s Whipple’s—the big hardware store. It looks 


like a garden.” 
Ore He was right, for the triangular sidewalk space in 
front of Whipple’s store in a former theatre building 


was a blaze of color with its display of geraniums, 
vegetable plants and other warm weather merchandise. 
The outdoor garden is but one of the many ideas 
C. M. Whipple has used to dramatize his store, located 
in one of the best traffic points in a town of 4,200 and 
serving a trading area with about 40,000 inhabitants. 
a ; A good traffic puller, the store is next to ample park- 
ing facilities. A free parking lot on one side of the 
store and another in back of it provide space for 1,000 
cars, through arrangements made with the owners. 


° Another good traffic builder is the operation of two 
This unusual hardware leased departments in the store. One is a complete 


store contains two leas- (Please turn page) 


departments—a gift ; 
NINE ed - Sidewalk display of plants and other warm 


shop and a shoe store— weather goods in front of former theatre. 

peat. M identifies the store and former 
dand arquee identifies 

Twines | to reduce overhead an coming attractions space is used for shal- 
uce they build traffic low displays of small merchandise. 
22, N.Y. 
5 
1 Francisco 
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C. M. Whipple, right, and 
Thomas Russell, part time 
employee, at the store's 
tool and plumbing bars. 


Part of sidewalk dis- 

play of lawnmowers, 

plants and other 
seasonal goods. 


Section of fenced and 
canopied sidewall display 
known as Whipple's Out- 
door Garden Jamboree. 
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shoe and accessory department and 
the other a gift shop. These attract 
many customers into Whipple’s 
own hardware departments. 

The store is near two super mar- 
kets, a telephone company business 
office and the local water commis- 
sion, the latter two places attract- 
ing many people who pay their 
bills and then visit the Whipple 
store. With numerous buses stop- 
ping right in front of the big store 
or the intersection of two import- 
ant highways—one leading to Cam- 
den and Philadelphia and the other 
to another vast trading area—the 
store has additional traffic advan- 
tages. 

Each of the two leased depart- 
ments pays Mr. Whipple a set sum 
each month for rental, use of win- 
dows, electricity, heat, air condi- 
tioning, advertising and delivery. 
When either of these departments 
exceeds a set sales figure Mr. 
Whipple is to receive a percentage 
of the increase. This plan helps re- 
duce the owner’s overhead costs. 


Extensive Gift Shop 


The gift shop offers fancy gift 
wares, books, toys, sporting goods, 
greeting cards and a circulating 
library. It also takes orders for 
engraved wedding invitations and 
other announcements. Often peo- 
ple buying engraved announce- 
ments will go back into the hard- 
ware and appliance departments 
and make impulse purchases or in- 
quire about major appliances. 

Mr. and Mrs. James Gardy, oper- 
ating the gift shop, advertise it as 
Gardy’s at Whipple’s. 

B. James McClintock’s complete 
shoe and accessory store is publi- 
cized in ads as Your Friendly Shoe 
Department at Whipple’s. 

Each of the two leased depart- 
ments occupies approximately half 
of the front third of the store. A 
wide aisle separates these units and 
they are on a terrace above Mr. 
Whipple’s hardware, housewares 
and paint section. An ornamental 
iron rail runs along the edge of the 
leased departments with a railed 
set of steps leading into the hard- 
ware section. 

The hardware section occupies 
roughly one-third of the former 
theatre and is separated from an 
area of about the same size in 
which are shown appliances, kitchen 
cabinets, radio, record players and 
TV sets. 

The third and lower tier for the 
major appliance section runs right 
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to the stage on which is re- 
tained the stage lighting equip- 
ment. Kitchen cabinets, kitchen 
sink, TV sets, record players and 
manufacturers’ display material are 
shown on the stage which is to be 
used from time to time for demon- 
strations and other special show- 
ings. 

With the exception of bulky goods 
most of C. M. Whipple’s over-stock 
merchandise is behind false walls 
running along the two sides of the 
building. 


Marquee Signs Kept Intact 


Theatre marquee signs have been 
kept intact. Messages on them are 
changed from time to time, for spe- 
cial announcements or to remind 
passersby that the former theatre 
is now Whipple’s store. 


Space formerly used for an- 
nouncing coming attractions is 
now occupied by shallow displays 
of merchandise and advertising 
material for various types of wares 
offered by Mr. Whipple and the two 
leased departments. The lobby has 
been opened and two large show 
windows flank it. One window is 
for the use of the shoe store, the 
other being shared by Whipple’s 
and the Gardy gift department. 

Large glass insets in the double 
entrance and double exit doors to 
the former theatre permit good 
views of part of the interior from 
the spacious entrance way. In ad- 
dition, exit doors on either side of 
the building have been kept intact. 
One set of doors leads to a narrow 
alley connecting the sidewalk and 
the rear parking lot. It is identified 
by street signs on either end as 
Whipple’s Walk. 


Outdoor Garden Shop 


Part of the 10 ft. walk along the 
opposite side of the building is 
utilized in the warm months for 
Whipple’s Outdoor Garden Jambo- 
ree, as it is advertised in a 40-page 
Garden Book Digest with the 
store’s imprint. 

Most of the Jamboree is covered 
with a wooden canopy finished in 
green and identifying the area in 
large white letters as Whipple’s 
Outdoor Garden Jamboree. Behind 
fencing may be seen lawn seed, 
packaged rose bushes, fertilizer, 
lawn rollers, garden tools and a 
wide variety of other outdoor needs. 
Entrances at either end permit 
easy access to the displays. The 
Jamboree is easily visible from 
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most points in the side parking lot. 

Many people stopping to admire 
the store’s sidewabe, display of 
flowers and plants walked into the 
Jamboree to make’ further pur- 
chases of spring garden and lawn 
needs. The success of the sidewalk 
display may be gaged by the fact 
that more than 3,000 geranium 
plants were sold in one month. 
Early in the season they sold at 
55¢, the price dropping to three for 
$1 in mid-June. 

Although it was not necessary 
for sidewalk customers to enter the 
store, fully 30 pct of them did so, 
and many of them bought other 
merchandise in the hardware sec- 
tion on impulse. 

Some went into the appliance 
section and inquired as to terms on 
various large units of sale. 

The interior of the three tier 
store is colorful with its walls cov- 
ered with gold and mulberry brown 
wall paper, green panels and a 


white ceiling. It is lighted by two 
continuous strips of fluorescent 
tubes running from the lobby to 
the stage. 

Long a believer in advertising, 
Mr. Whipple is currently spending 
approximately four pct of his sales 
volume for that purpose. 


Opening Advertised 


Considerable advertising was 
given to the opening of the present 
store in the weeks prior to Sept. 
14, 1951, set as the grand opening 
day. Newspaper ads told people of 
the plan to move and invited them 
to see the new quarters. 

Because of illness in his own 
family and those of people who 
were to assist in preparing the 
store for the grand opening, the 
hardware and appliance depart- 
ments were not in good order for 
that event. Despite these difficul- 
ties the public was admitted to the 





One of the Grand 
Opening ads—occupy- 
ing five full columns in 
a | aw paper—carried 
announcements for 
Whipple's depart- 
ments and for the two 
leased sections. 
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FRIDAY, SEPT. 14 - 10 A. M 


IT’S A PARADE 
TO WHIPPLES'’ 
NEW STORE 


WITH SPECIAL VALUES AND EXCEPTIONAL SERVICES THAT 
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new store at 10 a.m. of the an- 
nounced day. Hundreds of visitors 
attended. 

Some days prior to the grand 
opening, the Community News, a 
local paper covering Merchantville 
and surrounding towns, carried a 
story about the unusual store. It 
reported that a local minister, Rev. 
Albert W. Van Duzer of Grace 
Church, had offered to assist in ar- 
ranging the new store. In return 
for two days’ service to Mr. 
Whipple in shifting and unpacking 




















Above—How the stage is used to 

show kitchen and TV displays. 

Record rack and appliances are 
in front of stage. 


Below—Housewares departments, 

overstock for which is stored in 

passageway shelving in back of 
wall displays. 
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the minister obtained a promise 
from the hardware dealer to attend 
a Men’s Bible Class for 13 consecu- 
tive Sundays. 

The night before the opening 
30,000 “advertising passes,” quite 
like those issued by motion pictuze 
theatres, were dropped out of an 
airplane to announce the event. 
This was done by the proprietor of 
the shoe store, using his own plane. 

The passes and newspaper adver- 
tising advised that there would be 
drawings for a wide variety of 
gifts, with participants not being 
required to make any purchase. 


Wednesday Specials 


On Wednesdays in the summer 
months the store often offers double 
features by means of notice on its 
theatre marquees. Visitors must 
enter the store at the hour of the 
posting of the feature announce- 
ments—one in the morning and one 
in the late afternoon—to learn 
what the feature will be. A limited 
number of these special offerings 
are obtained. When the supply is 
exhausted inquirers are politely 
told that the feature has been con- 
cluded. 

Mr. Whipple is assisted in his 
departments by his son, John, his 
daughter, Miss Peggy Ivy Whipple, 


(Continued on page 56) 
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7 Turnovers in Paint 





Paint is a big line at the Philip 
A. Mulvey Co., Woonsocket, R. I. 

It is a big line because of store 
demonstrations, careful instruction 
to amateur home decorators and a 
very generous policy in rectifying 
customer errors. 

Fully 65 pct of the firm’s volume 
is in paint and related lines and the 
company makes seven or more 
stock turnovers in that department. 
About 75 pct of the department’s 
sales are to home owners—men 
and women doing their own paint- 
ing and decorating—and sales are 
chiefly to women customers. 


Has Parking Facilities 


The store is located in the down- 
town business and shopping center 
of Woonsocket; it draws on a popu- 
lation of about 75,000 people, in- 
cluding surrounding cities and 
towns. Despite its downtown loca- 
tion, it has hourly meter parking 
in front of the store plus a private 
parking lot in the rear of the store. 
accommodating 30 cars. 

Mr. Girard is a consistent adver- 
tiser, using weekly newspaper ad- 
vertisements of two columns by 
nine inches from June 1 through 
the fall, with an occasional piece 
of copy during the slow season. 
He used radio spots for almost two 
years; he buys space in local pro- 
gram and souvenir books practical- 
ly every day throughout the year. 
He does considerable co-operative 
advertising on a 50-50 basis with 
manufacturers. 

For several years he set aside 
evenings for two consecutive weeks 
at the beginning of the spring sea- 
son to entertain women’s clubs. No 
meetings were held this year be- 
cause of the pressure of business. 
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Store demonstration meetings and free samples help 
Mulvey do 65 pct of volume in paint and related 
lines. Three-quarters of paint sales are to women 


Meetings were held on the second 
floor, with 40 to 50 women in at- 
tendance. A manufacturer provid- 
ed the speaker and at one time Mr. 
Girard served sandwiches and 
coffee although this plan has been 
eliminated. Every person attending 
receives a sample of paint. 
Bookings are made with the 
presidents or secretaries of local 
church and women’s organizations. 





Interest is good because of the 
present emphasis on more attrac- 
tive home decorating. Women are 
doing their own painting, and Mr. 
Girard finds that many of his 
women customers could tell his sales 
clerks something about painting. 
“My best business builder is the 
free paint I give to customers,” 
says Donat J. Girard, president- 
treasurer of the firm. “Paint is al- 


nae'te \ 
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Part of the paint department wrapping table, with large 
containers of paints in shelves facing the customers. 














Tables and benches for customer use make the wallpaper 
mezzanine a comfortable place for making selections. 


ways given to meet a specific situ- 
ation. 

““A customer may tell us that a 
paint job came out poorly. By ask- 
ing questions we generally trace 
the trouble to improper prepara- 
tion: 9 out of 10 people do not re- 
move grease and wax from the old 
surface. Many do not sand rough 
spots; and some paint right over 
cracked surfaces without recondi- 
tioning. Others paint damp sur- 
faces. 

“Occasionally we get a complaint 
that the color was not the same as 
the sample from which it was se- 
lected. The customer is disappoint- 
ed because the color is too dark or 
too light and doesn’t blend with the 
color scheme.” 


Free Cans of Paint 


The company takes the trouble 
to locate the real source of trouble 
and gives the customer a free can 
of paint—as much as a gallon if 
for an outside job. This policy 
sends the customer away in a happy 
frame of mind, according to Mr. 
Girard, and results in the satisfied 
party telling relatives, friends and 
neighbors about the firm’s gener- 
osity. Upon occasion Mr. Girard 
was convinced that the customer 
was not telling the truth. Even in 
such instances free paint is given 
to prevent animosity toward the 
concern. 

Says Mr. Girard, “We have given 
free paint to people who have never 
done any painting. We operate in 
a city having many tenement 
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houses. With some landlords elimi- 
nating all painting and wall paper- 
ing, we get many customers inter- 
ested in doing this work to keep 
their homes looking well. We have 


sometimes given as much as a quart 
of paint free to such a person.” 

As women read a great deal they 
know how to paint, and they rep- 
resent a large annual volume of 
paint business along with acces- 
sories. He finds this a growing 
market, in the face of a steadily 
declining market to painting con- 
tractors. 


Ties in With Paint 


Tied in closely with the paint 
department is a mezzanine wall 
paper department, where people 
can select this merchandise apart 
from the confusion and congestion 
of the street floor. It is equipped 
with individual benches and mod- 
ern, leather - covered individual 
benches where one or two persons 
may comfortably look at wall paper 
books. 

The Philip A. Mulvey Co. occu- 
pies a basement and main floor, 
each 85 by 48 ft., with a mezzanine 
above the first floor measuring 
about half the size of the other 
floors. A 44 ft. garage in the rear 
is utilized for stock. 





Sells Gross of Work Gloves Each Month 


By featuring a wide selection of 
work gloves and giving them promi- 
nent display, Long Beach Hard- 
ware at 2812 Long Beach Blvd., 
Long Beach, Calif., sells on an aver- 
age of a gross of them each month. 

Mr. and Mrs. R. C. Cheroske 
offer 13 varieties of leather gloves, 


five types of leather-face gloves, six 
rubberized, three plastic-coated and 
four kinds of canvas. 

Gloves are displayed on a glass 
binned table, with each bin having 
a large size price tag. This sec- 
tion has work gloves priced from 
40 cents to $4.65. 





Mrs. R. C. Cheroske and Glenn L. Hart, store manager, 
at the store's work glove table. 
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Sold 250 Milk Coolers 


How an Illinois dealer in a 
town of less than 4,000 


uses case history advertising 


and good display to sell 


A coordinated campaign includ- 
ing constant advertising, store and 
fair displays and distribution of 
lists of satisfied users helps Ray 
Goodall do a good job in the sale 
of milk coolers. Since 1946 he has 
sold 250 units. Many are of large 
size and will hold from 18 to 24 
cans of milk. 

The Ray Goodall Cash Hardware 
is located in Harvard, IIl., a town 
of less than 4000. 


Distributes User Lists 


At his store and at local, town- 
ship and county fairs Mr. Goodall 
displays a working demonstration 
of one of his coolers. To interested 
prospects he distributes a mimeo- 
graphed list of the names and lo- 
cation of 250 farmers who have 
purchased coolers from him. 

In each instance he has permis- 
sion to refer interested prospects 
to these users and his list indicates 
the size unit purchased. 

A folding sign, displayed atop 
a demonstration unit in the store, 
lists the names of a number of 
users. 

The case history ads appear in a 
local newspaper with a wide rural 
circulation. Measuring 6 by 10 in. 

(Continued on page 58) 
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Ray Goodall, left, reads from a customer list the 
names of farmers his prospect might know. Note 
copies of ads posted on the cooler. 





ARCTIC JET MILK COOLER 


SOLD BY 


RAY GOODALL CASH HARDWARE 
HARVARD, ILLINOIS 














DATE NAME ADORESS Size 
5-31-49 WRS. NETTIE LEEOLE Wacwortn, Wis. * OANRGA Unit Omer 
7-31-47 OLIVER AINGER Avoenw, tur. O4UNRIOGA Cowrcerte 
10-15-47 SIONEY F, ANDRUS East Tror, Wis. DYNRIKGA Cowr.iere 


7-12-48 AUSTIN & MEISTER Lane Geneva, Wis. OANRIOGA Cowre.ere 





5- 7-48 IRVING BAUMAN Harvaro, tir. OUNRIOGA Cowr.ere 
6-25-46 £0. BERRINGER Wacwontn, Wie. D4NRIOGA Cowr.ere 
7-27-47 IRA CHRISTENSON Wacwortn, Wis. D4YNRBGA Cowriere 
9-12-47 RAY OENEEN Mareneo, tu. DQNRI2GA Cowrrete 
6-14-47 WALTER DOSCHER Marenoo, Ti. OANRIOGA Cowmiere 
4-30-48 WM, ERKFITZ Wacwortn, Wis. EQMREGA Cowr.ere 
5-29-47 HARRY GABLE Erxnworn, Wis. OMNRIOGA Cowr.ere 
9-15-47 ALLEN H, GIEF Excxnnonn, Wis. E REGA Cowrterte 
10-13-47 ROY @. HANSON Jamesvitce, Wis. EQMROGA Cowr.ete 
7-12-48 JESSE S. HARRIS Devavan, Wis. OQNRI2GA Cowrp.ere 
11-18-47 SEYMOUR HATCH Laxe Geneva, Wis. OUNRI2ZGA Comrpiere 
5- 6-48 JOHN HULTING Manewoo, lu. D4NRIOGA Cowrcere 
7-19-47 HERBERT KUNOE Huwtier, fur. OANRIOGA Cowriere 
10-15-47 HAROLD LEFFELMAN Shanow, Wis. RB CAB. omy 


Part of a page from the user list. 








200 Rental Items 


In this report Hardware Age tells how Brizzolara’s 
rental service offers everything from pinking 
shears to cement mixers to make the cash register 
ring. Also profits from sales of related goods 
and other merchandise bought on impulse 





RENT EQUIPMENT 


OF ALL KINDS 






SAVE MONEY... 
DO IT YOURSELF 


See or call us for this equipme: 


wat. . we 
have many other items net litt 


® WHEELBARROWS 
@ FLOOR SANDERS 
& BELT SANDERS 
# FLOOR POLISHERS 
® ELECTRIC DRILLS 
& POST-HOLE DIGGERS 
& EXTENSION CORDS 
*® PIPE CUTTERS 
# PIPE DIES 
® PIPE WRENCHES 
& SLEDCE HAMMERS 
® PICKS and SHOVELS 
& HAND SAWS (Electric) 
* LAWN MOWERS 
& CONCRETE MIXERS 
(Gag and Electric) 
& PAINT SPRAYING EQUIPMENT 
# HAND POLISHERS and SANDERS 


We Cut and Thread Pipe 


OPEN SUNDAYS 6 A. M. TO 12 NOON 
WEEK DAYS—8 A. M. TO 6 P. M. 











BRIZZOLARA | feeerere 
a . 






ORcuaap 7-4968 


One of the firm's ads used 
in classified sections to 
offer its rental equipment. 


Its equipment rental department 
is a real profit and traffic builder 
for Brizzolara’s Hardware in Ingle- 


wood, Calif. 


Customers using some of the 
firm’s 200 rental items usually buy 
materials needed for use on home 
projects and often make other pur- 
chases of unrelated merchandise on 


impulse. 


Started about two years ago the 
rental service did a volume of 
$1,700 in the first 18 months of its 
operation on an 
about $2,000 in rental goods. About 
150 different large and small pieces 





investment of 








Help Build Profit Making Traffic 


of equipment are offered, with du- 
plicates of many items being avail- 
able. 

Says L. E. Brizzolara, “By sug- 
gesting the usual related items to 
every rental customer, we sell paint 
to go along with spraying equip- 
ment; sandpaper to go with sand- 
ers and seed to tie in with lawn 
machines. We have what we think 


Below —L. E. Brizzolara, right, 
rents threading equipment to a 
customer and fills out the rental 


slip. 
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is a good selection of rental items. 
Now we seldom rent any equipment 
for which we do not sell at least 
three times the rental fee in mer- 
chandise used with fhat equip- 
ment.” 

In addition to rental profits, in- 
creased store traffic and greater im- 
pulse sales the firm has had at least 
a $5,000 increase in the sale of com- 
panion goods. Many sales of re- 
lated merchandise have been just 
the beginning of a eycle of numer- 
ous repeat orders. 

Before establishing the depart- 
ment Mr. Brizzolara asked many 
customers for their suggestions as 
to rental items. He now has about 
2,000 customer names in his rental 
department files and fully 75 pct of 
them were obtained in the second 
year of his profitable service. 


Studied Rental Operations 


Another precaution taken by 
Mr. Brizzolara was to study city 
regulations to determine any legal 
angles that might be a problem. He 
also made a study of rental opera- 
tions of other concerns in his area 
to learn their rates, billing and 
handling methods. Thus prepared 
he visited city officials for their ap- 
proval of his plans and rates. 

The store is located in the out- 
skirts of Inglewood and close to 
three large housing projects. Own- 
ers of these new homes are mostly 


Mr. Brizzolara attaches a cement 
mixer to a customer's car in his 
open air equipment lot adjoining 
the store. 








step ladders 
extension ladders 


lawn mowers 
concrete mixers 





Here Are Some of the Items 
Brizzolara Rents 


sledge hammers 
picks and shovels 


wheelbarrows paint sprayers pipe dies 

floor sanders hand poli es os shears 
belt sanders floor polishers awn rollers 
hand saws electric drills curtain stretcher 


post-hole diggers 
extension cords 


pipe cutters 
pipe wrenches 


paint brushes 
fertilizer spreader 








highly paid aircraft plant workers. 

About a year ago the store 
started to be open on Sunday morn- 
ings from 8 to 12.30 p. m. to accom- 
modate rental seekers. Of this idea, 
he says, “Our women rental cus- 
tomers suggested the Sunday 
morning opening. They said it was 
a most favorable time for them to 
get their husbands to do a variety 
of jobs. 

“Now our Sunday rentals often 
exceed those for all other days of 
the week.” 

Three-quarters of a 30 by 60 ft. 
concrete covered lot, previously un- 
used, was turned into a rental de- 
partment. A _ steel fence costing 
$150 was erected as well and twin 
signboards advertising Brizzolara 
Hardware Equipment Rentals. 

Another major investment was 
$250 for a concrete mixer. Demand 
for it was so great that two more 
units are now offered for rental. 
Says Mr. Brizzolara, “For equip- 
ment we could not supply from our 


own stocks we have not paid out 
more than $800 in cash. Most of 
our rental items are small units.” 

All service charges are _ thor- 
oughly explained to rental custom- 
ers, right at the start. If a new- 
comer, not known to the firm, seeks 
a rental item it is only necessary 
that he show that he is a resident 
of the area served by the store. To 
date no rental fees have been lost 
nor has any equipment been stolen. 


Minimum Rental Periods 


Rental items may be taken by 
the hour, by the afternoon, for the 
day or by the week. Although there 
is no limit as to the time a customer 
may retain a rental item there are 
minimum rental periods—these in 
line with their regular use and the 
time a specific job should take. 

A person renting a grass-cutter, 
a curtain stretcher, or a paint 
brush pays no less than the mini- 
mum of 50¢, 35¢ or 25¢ an hour, or 














fp NN 
eee 


Part of the outdoor display of lawn and 
other home maintenance equipment. 


whatever the minimum charge set 
in agreement with the city. 

A concrete mixer, for example, 
may be rented for a minimum pe- 
riod of one hour at $1.50. The same 
unit can be used for a full eight 
hour day for $2.50. If that equip- 
ment is rented for a full week there 
is a 10 pet discount for each day. 

All rental fees are prominently 
posted in the store as well as data 
as to deposit and minimum rental 
periods. 

City regulations require that the 
firm have a signed agreement with 
every customer taking one or more 
rental items from the store. The 
agreement requires the rental cus- 
tomer to observe safe towing prac- 
tices and to return the equipment 
in clean and usable condition. 


The Legal Agreement 


The legal agreement used for 
each rental transaction is incorpo- 
rated in the store’s copy and the 
customer’s copy of the rental slip. 
There is also space to indicate what 
was rented, the time of rental, the 
name, address and other customer 
identification. Rental charges and 
deposits are on these two slips. 

“From the start, I didn’t like the 
idea of customers trying to tow 
equipment with their own hitches,” 
said Mr. Brizzolara. “Most of these 
are weak. So we remove them, put 
on our own heavy-duty safety 
clamps, and attach as many safety 
chains as necessary. Our determi- 
nation in this respect has been the 
cause of much confidence. Hus- 
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bands often send their wives down 
here to pick up our rolling rentals. 
“No rental item should go out 
without some instruction. None of 
these items are very difficult to op- 
erate. But, short of making a nui- 
sance of ourselves, we’ll demon- 
strate and instruct as many times 
as necessary for anyone trying 
their hand at a new rental for the 
first time. In other instances, we'll 
take a rental out to its location 
when the customer cannot come to 
the store. On each job, there are 
little tricks we can tell and show.” 
Of his rental department adver- 
tising Mr. Brizzolara observes that 
“it has brought about 60 pct of our 
new rental traffic. The rest, I be- 
lieve, is the result of word-of- 
mouth advertising. Right now at 
least three-quarters of our rental 
equipment is out at all times.” 








PAINTS - HOUSEWARES 
SPORTING GOODS 
APPLIANCES 


BRIZZOLARA , foes 





EQUIPMENT RENTALS 


| hereby acknowledge receipt of rental equipment, all in good order. as foliows: 





Rental Sterting At__.___ >_> EEE A.M PM Date 


Equipment Returned At— Ee Date - = 





EQUIPMENT 





DEPOSIT $ TOTAL 





The following is made a condition of this rental: 


The following is made a condition of this rental: 

The undersigned (hereinafter) referred to os “Renter” hereby assumes all responsibility for any 
and all damages or loss to said equipment; and agrees to pay the full cost of all repairs if it is in 
any way rendered out of service, whether this occurred through accident, neglect or misuse. In case 
ot loss or destruction of equipment, or loss of possession thereof, or inability to return same to the 
lif,, the Renter agrees to pay seid company the complete 
and full vile of equipment. The Renter declares to have examined the hitch, safety chain, and all 
connections of said rental equipment to motor vehicle and have received it in a secure condition. 
It is agreed thet the Brizzolera Hard Co., Ingl d, will not be responsible for any property 
damage or personal injuries received during the operation or transportation of said equipment. If 
necessary to enforce collection of the amount due under this contract, Renter agrees to pay all col- 
lection costs and charges, including court costs and attorneys’ fees. 


The Renter hereby agrees to RETURN SAID EQUIPMENT IN A CLEAN CONDITION or 
pay @ nominal cleaning charge. 








A rental day is any time between 8 A.M. and 6 P.M., beyond which time additional rent 
will be charged 


ee ee 


City {Pee ee pcueeted 





Phone__ EE ee 


| warrant the above information is correct and hereby agree to the above conditions 





Signed 











The entire story as to equipment rental transactions, obligations 
and rates is recorded on duplicate 8!/, by 5!/, in. slips. 
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Teen-ager hired 
to picket the 
store to empha- 
size that it is 
"not an unfair" 
establishment. 
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Some of the store's visitors on opening day. Neat displays made 
many of them buy things they had not come in to purchase. 


Opening Day Promotions 
Pull Hundreds of Customers 


Factory demonstrations, acceptance of Confederate 
money and offering of souvenirs and prizes 
attracted old and new trade. A picket outside 


“How much? Let’s see, the price 
tag says $1.95. We'll take a dollar 
in U. S. money and whatever you 
have in Confederate money,” said 
Marion A. Loisel, owner of Broad- 
way'Hardware at 2803 Broadway, 
New Orleans, as he wrapped the 
customer’s fishing tackle purchase. 
He received a crisp Federal Re- 
serve Note for $1.00 and a Confed- 
erate bill engraved to indicate that 
it was worth $100.00. 

Acceptance of part of the pur- 
chase price in Confederate money 


the store added a new twist 


was a one-day offer, one of several 
unusual stunts used by Mr. Loisel 
to pull crowds to the May 10, 1952, 
opening of his new store. The oc- 
casion marked his move from a 
store in a poor traffic area occupied 
for five years to his new, larger and 
better decorated store in a better 
traffic district. 

“We took in around half-a-mil- 
lion in Confederate bills,” Mr. 
Loisel grins. “In these parts Con- 
federate money hasn’t any value 
even for curios—there’s so much 
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Proprietor Marion Loisel nails up some Confederate 
bills accepted in part payment for merchandise. 


of it—but on our opening day it 
really had a lot of buying power in 
my store.” 

A full month before the move 
was made Mr. Loisel started build- 
ing up interest in his new store by 
telling customers of his moving 
plans. 

About 10 days before the open- 
ing he mailed giant post cards to 
2000 persons, whose names and ad- 
dresses he had culled from the tele- 
phone directory. The store’s display 
equipment and merchandise were 
actually moved into the new quar- 
ters several days prior to the open- 
ing event. In those pre-opening 
days more than 100 visitors, whom 
he had never had in his old store, 
called to look over his wares. 


Stirred Up Interest 


Although the new quarters are 
about three blocks from his former 
location many visitors to the new 
store said that they had not been 
aware of his old store. “This,” he 
said, “is despite the fact that we 
had been consistent advertisers for 
over five years. This just goes to 
show how much interest you can 
stir up with a promotional event, 
with reasons for them to visit you 
on an opening day. 

“Although many of our old and 
new customers did not buy any- 
thing on their first visit to the new 
quarters they looked through our 
store. I had the opportunity of 
showing them our selection of mer- 
chandise and of reminding them 
that their homes are as near our 
store as their telephones. 
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“If we can make people like our 
service we will get many new cus- 
tomers.” 

The giant post card told people 
that they could, on opening day: 
(1) pay for part of their purchases 
with Confederate money; (2) par- 
ticipate in drawings for prizes— 
without making any purchases and 
(3) see demonstrations given by 


trained factory representatives. 

Each woman visitor to the store 
received a vase. Each youngster 
was given a fishing line and all 
other material needed for catching 
fish in the park lagoon excepting a 
pole. 

The card listed the prizes—a chest 
of tools, a dinner set, a set of gar- 
den tools, a box of fishing tackle, a 
spice assortment and a number of 
other items. 

Besides pulling traffic the regis- 
trations enabled the checking of 
the mailing addresses used and 
added to the number already in the 
hands of the firm. 


Picketed His Own Store 


Another stunt was the hiring of 
a teen-age lad to picket the store. 
He carried a sign which told 
passersby “NOT unfair, Broadway 
Hardware.” With strikes, labor un- 
rest and seizure cases much in the 
news at the time, Mr. Loisel be- 
lieves that this stunt attracted 
many passersby. 

“Several folks came in grin- 
ning,” he said, “and asked what we 
were not unfair about. I told them 
we were not unfair to their pocket- 
books—that our service was defi- 
nitely not unfair to our customers.” 








Shows Linoleum Tile on Wrapping Table 





The customer side of the wrapping and checking table at West Seattle 

Hardware in Seattle, Wash., is effectively used to display 18 samples 

of linoleum tile. Tiles are changed frequently to add a new and fresh 

appearance to the section, by sliding them in and out of metal grooves 
fastened to the front. 
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te th 
_— The three Pinchott brothers 


built their own fixtures, 
re | following standard types, 
and supplemented them with 


Plywood paneled 
box at top of 





ing of : . . island unit shows 
store. | Units of their own design vuntety a hai 
told ing items at high 
adway level. 
or un- 
in the 
el be- 
racted 
The three Pinchott brothers— 
grin- Bert, Frank and Gordon—who op- 
at we erate Pinchott Bros. Hardware at 
them 425 15th St., in Rockford, IIl., are 


ocket- former factory workers who are 

aa. skilled in handling tools. Three 

years ago they pooled their re- 

sources and erected a concrete and 

steel store, 36 by 60 ft, in which 

are featured a number of display 

units of their own design and con- 
struction. 

All floor and wall displays were 

built and stained by the Pinchotts, 


1ers.”” 


Plywood panel fea- 
tures two types of 
toilet seats above 
racks of fittings. 








most units being of standard de- 
signs. Conventional style fixtures 
were augmented with special units 
of their own creation. 


Shopping Made Easy 


Land on which the Pinchott store 
is located includes a 30-car parking 
lot and ample curb room for neigh- 
borhood shoppers to use when mak- 
ing a quick stop. The store is lo- 
cated in an area in which many 
skilled factory workers shop. These 
and other customers do much of 
their own building and repair work. 
The entire store is planned to make 
shopping easy and convenient for 
the firm’s customers. 

The bulk of the firm’s plumbing 
supplies is displayed on a standard 
type island atop which is a four- 
sided plywood box 5 ft long and 
18 in. wide. Each of the four sides 
is used for mounting a variety of 
plumbing items, with price tags 
prominently shown. This unit is a 
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Electrical outlets 
and other sup- 
plies mounted on 
wall panels for 
easy identifica- 
tion. Reserve 
stock is in cabi- 
net behind panel. 





















traffic puller that encourages self 
service. Many customers make their 
selection from the island and then 
take it right to the main wrapping 
table. 

An adjoining and smaller plumb- 
ing supplies rack is topped with a 
plywood panel on which are dis- 


Left—Smooth surface rugs, with 
price and size plainly indicated, 
are held in individual compart- 


ments. 


are marked on dividers. 


played two different models of toi- 
let seats. This panel helps attract 
traffic to this section. 

A large wall panel, behind which 
stock is kept, features mounted 
samples of electrical supplies, in- 
cluding outlet boxes and throw 
switches. 

In a rear room, clearly visible 
from the wrapping table, is a neat 
and compact rack for displaying 
wire and cable. Each coil fits into 
a compartment of adequate size and 
shape. Sizes and prices are marked 
on the dividers. This effective unit 
neatly displays bulky merchandise 
in limited space. 


Right—Coils of wire and cable 
get attention in this neat and com- 
pact rack. Prices and size are 















How 
Wor! 













Seven 9 by 12 ft smooth surface 
rugs are shown in a special floor 
rack. The rugs rest on a firm and 
low base, are separated by wooden 
dividers and held in place by easily 
attached wire loops. 

Located in the rear of the store, 
this rug display’s height makes it 
easily visible throughout the show- 
room. 


Gifts Build Basement Volume 


Creating a gift department of 
distinctiveness and variety in its 
basement proved most successful 
in keeping traffic moving down 
stairs to the lower sales floor at 
Zollmann Bros. 

And from that department in 
combination with toys and chil- 
dren’s books, according to Alex Zoll- 
mann, one of the owners who op- 
erate their hardware store at 5519 
W. North Ave., Milwaukee, Wis., 
the firm obtains practically 12- 
months-a-year volume from most 
of the disvlay sections located in 
the basement. 


Sign Marks Entrance 


First draw for traffic to the base- 
ment is a large sign at the entrance 
which calls attention to the gifts, 
toys and books stocked there. Then 
as the shoppers descend the stair- 
way, they are immediately drawn 
to the center display, 18 ft. long, of 
wood and glass, and constructed so 
as to look like a large show window. 


This display features gifts of all 


Bop 


kinds, pottery, glass, and’ metal, 
arranged on glass shelving and 
spotlighted from both ends of the 


display. 
Supporting this central show- 
piece is a wall section, devoted 


largely to brassware, attractively 
displayed against a patterned wall 
paper. And because the Zollmann 
gift lines has a broad price range, 
from 50 cents to $20, it offers selec- 
tions to meet any pocketbook. 





Zollmann Bros. main gift display section has turned 


- 





the basement into a year-around business getter. 
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How a Credit Plate Plan 
Works in a Small City 










Hardware store and 13 other retailers participate 
in Waukesha, Wis., Chamber of Commerce plan. It 

facilitates credit exchange and encourages 
trade for member stores 
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7 sag Olson, operator of Olson’s SOMETHING NEW 

d R k , Wis., i 

Sats Ee aaasediag ta 6 soe cools white IS COMING 
YOUR WAY! 




















. show- § plan said to be the first of its kind 
in the nation in which small and 
medium-sized stores predominate. 

Credit plate purchase plans have 
been operated for many years in 
large cities, but officers of the Wau- 
kesha Chamber of Commerce, spon- 
sors of the plan, believe it will 
work out well in a smaller city, 
especially for average-sized retail 








ye stores. The Postmen will soon bring each of 
Imann Participating in the Waukesha amt ae in 
Credit Plate Association with Ol- ° 
e, 
yee ot. son’s Ace store, are 13 other stores Credit Plate 





in a number of retail fields. A de- 
partment store in the group has 
1800 charge accounts, but many of 
the other stores have only 100 to 
400 accounts. 


First Used Last December 


An initial distribution of credit 
plates was made to 3,000 customers 
of the various stores, late last De- 
cember. Since then, as other cus- 
tomers have applied for credit 
Plates, they have been issued in 
small numbers each week, after 
credit investigation. 

In order to be able to buy on the 
credit plate plan at individual 


Heralding « New Service to Moke Shopping 
Easier... Faster... More Convenient 


‘WHAT IT IS. Our new Credit Plete System is « fest, sete, modern wey of charge 
eccount shopping A wagle Credit Plote 1 el! you weed for quicker, eeser, more 
Comvement, shoppeng et amy member store where you hove on occount 


HOW TO USE IT: Alwoys corry your Credit Plate with you. Alter moking @ 
charge purchose et omy of the following member store: where you hove om oc- 
count, somply bond it to the soles person Your nome ond oddress will be quick- 
by, correctly end legibly prated on the sales slip, Your Credit Plate will be 
returned te you in @ motter of seconds Every trensaction will be completed 
munutes hoster 


LOOK AT THESE ADVANTAGES. Your Credit Plate soves time — you do not 
hove to wait fpr the sales person to write end check the occurecy of your nome 
ond oddress They ore both permonent ty embossed on your personal Credit 
Plote it will oxswre correct, prompt delivery of your “Cherge - send” purchases. 
Accurate, speedy posting te your account is emured The Credit Plate is your 
ideatihcetron as @ quabted cherge customer — seves hme elumaetes ms 
tse of your eccownt Be sure to corry it with you — ahvays! 


SHOP THE MODERN WAY . .. THE CREDIT PLATE WAY AT: 





Li A) emadhe yous charge sale te be cometer 
© at quickly. 


1) eA) aaeure correct prompt Antiwery at atl 


© peer “chargrened” purchares. 


WAUKESHA CREDIT PLATE ASSOCIATION 


ACE HARDWARE CO. SAVAGE & MARTIN 


COHN’S SHOE STORE 










ESTBERG & SON STERNS, INC. FRIEDMAN'S SULLIVAN’S MEN'S SHOP 
JAY LAING & SONS RAY VAN BECKUM NATIONAL BUICK CO, VALENTINE MOTORS 
CLARKE’S WALGREEN DRUG STORE 
BADGER SALES & SERVICE 


stores, the customer must have his 
plate notched for each store at 
which he has an account. All plates 
are notched at the Chamber of 
Commerce office. Each participating 
store has its own location for its 
(Continued on page 60) 














Full page ads are run weekly to encourage use of charge plates. The 
plates promote greater buying by rural customers in city stores. 
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ABOVE—Opening session speakers were (left to right) Edwin M. Luther, 
president of Texas Hardware Boosters; Charles E. Nash, president, Southern 
Wholesale Assn.; David B. Nash, Texas Whol iation president; 
Richard L. White, president, American Hardware Mfgr.'s Assn.; John S. 
Tomajan, principal speaker. 





BELOW—New president of Texas Hardware Boosters Club (right) C. Earl 
Stafford, and retiring president, Edwin M. Luther. 





ABOVE—The ladies were well represented. To learn what was holding their 
attention at this ladies’ luncheon, turn to page 50. 


BELOW—A serious discussion by (left to right) Price Daniel, Attorney Gen- 
eral of Texas and a senatorial candidate, David B. Nash, and Hubert Groves, 
chairman of the convention entertainment committee. 


Texas 


Wholesalers 


Meet 


annual convention sets 


new attendance record) 


A program that combined Texan 
hospitality with discussions of 
hardware wholesaling attracted 
some 600 hardwaremen and their 
ladies to the 56th annual conven- 
tion of the Texas Wholesale Hard- 
ware Assn. 

Held at the Plaza Hotel, San 
Antonio, June 20 and 21, it was one 
of the largest conventions of rec- 
ord and was an indication of the 
growing importance of the Texas 
hardware trade. A large number 
of “Yankee” manufacturing execi- 
tives were in attendance and were 
treated to real Texas hospitality by 
the native Texans. 

The convention combined a num- 
ber of business meetings and an 
outstanding program of entertain- 
ment arranged by the Texas Hard- 
ware Boosters Club. 

The business sessions started off 
with a joint meeting of the Texas 
Wholesale Hardware Assn. and the 
Texas Hardware Boosters Club, 
with David B. Nash presiding. Mr. 
Nash is president of the wholesal- 
ers’ association and vice-president 
of Nash Hardware Co., Fort 
Worth. 

Richard L. White, president of 
the American Hardware Manufac- 
turers’ Assn. and chairman of the 
board of Landers, Frary & Clark, 
extended greetings from the manu- 
facturers’ association, while 
Charles E. Nash, president of the 
Southern Wholesale Hardware 
Assn. and president of Nash Hard- 
ware Co., brought greetings from 
the southern association. 

Edwin M. Luther of True Tem- 
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per Corp. extended greetings from 
the Texas Hardware Boosters Club, 
of which he is president. 

The principal address of the 
meeting was delivered by John S. 
Tomajan, president of Washburn 
Co., Worcester, Mass. A digest of 
Mr. Tomajan’s remarks are given 
elsewhere in this report. 

The afternoon session of the 
wholesalers’ association was ad- 
dressed by Elmo M. Schaefer and 
Ray M. Souder, president and ex- 
ecutive director, respectively, of 
the Texas Hardware and Imple- 
ment Association, in a talk entitled 
“Men of Boys.” 


Talks on Wholesaling 


Various aspects of wholesaling 
were covered in other talks at the 
meeting, including the following: 
“Our Experience in Delivering 
Merchandise in Our Trucks,” by 
Carl A. Johnson, vice-president, 
Walter Tips Co., Austin, Texas; 
“Specialized Selling As Practiced 
by Our Company,” by Roy A. Wil- 
loughby, president, National Hard- 
ware & Supply Co., Paris, Texas; 
“Our Experience in Building Sport- 
ing Goods Volume,” by Stanley 
Roberts, Jr., vice-president, Rob- 
erts, Sanford & Taylor Co., Sher- 
man, Texas. 

The Saturday morning meeting 
was featured by an address by Gus 
C. Dittmar, vice-president and 
general manager, San Antonio Ma- 
chine & Supply Co., Waco, Texas, 
on “World Conditions and Your 
Business.” 


Back to Normal 


David R. Nash, president of the 
wholesale association, in his Presi- 
dent’s Address, stressed that busi- 
ness was back on a normal competi- 
tive basis and management must 
clean house of all that remains of 
practices that developed during the 
abnormal conditions of past years 
and must place more emphasis on 
aggressive selling. 

No one can forecast the future 
these days, Mr. Nash said, but on 
the basis of what can be seen now, 
he expects a normal year of busi- 
ness with volume running about as 
it is or slightly higher for the bal- 
ance of the period. 

Wholesalers, he said, must de- 
velop better means of assisting 
dealers do a better merchandising 
job, at the same time they must 
utilize more efficient management 
and harder selling to combat in- 


HARDWARE AGE, JULY 10, 1952 








Obedience to the Unenforceable 


Following is a digest of the principal address of the open- 
ing session, delivered by John S. Tomajan, president, Wash- 
burn Co., Worcester, Mass. Mr. Tomajan’s address, entitled, 
“Obedience to the Unenforceable,”’ was accorded an enthusi- 
astic standing round of applause. 





Mr. Tomajan addressing the meeting. 


There is a vital need, Mr. Tomajan said, for the re-estab- 
lishment of the moral standards with which the early 
founders endowed this nation. There must be, he said, a 
resurgence of a sense of personal responsibility in the nation, 
by sustaining with steadfastness and integrity everything 
we do. 

The level of public and political character, the speaker 
pointed out, reflects the general moral level of all the people. 
If we are concerned with the moral tone of our government, 
we must first examine ourselves. 

Mr. Tomajan discussed the distinction between the written 
and the unwritten laws . . . the latter being the self-imposed 
and unenforceable code of good manners and respect for one 
another that is the final test of a civilized man and so 
missing in today’s life. 

He showed the nature of the influence of these unenforce- 
able laws on family life, the neighborhood, the places where 
we work, and the nation. He pointed out that the great 
danger today comes from the growth of laws and a decline 
of personal responsibility. 

The task we all face, Mr. Tomajan emphasized, to aid in 
solving today’s problems is that of instilling a new concept 
of human responsibilities . . . the obedience to the unen- 
forceable. Rigid laws, he said, are a poor substitute for 
personal responsibility. The extension of rigid laws ac- 
curately reflects the failure of individuals to assume more 
personal responsibilities. 

The re-establishment of effective human relationships, he 
said, is a personal job, a job that must be tackled by every- 
one, individually. We must strive to measure our personal 
actions in terms of obedience to the unenforceable. Meeting 
the mere minimum of the law is not enough, he warned. 

There must be one standard to apply everywhere; in the 
home, in business and in the nation. In short, we must 
exercise personal responsibility, self-reliance and good 
manners on a personal basis and in all our activities. We 
must stem the tide that is sweeping us away from self- 
discipline and self-reliance, before it is too late. 








creasing wholesaling costs and di- 
minishing returns. 

The election of officers of the 
Texas Wholesale Hardware Assn. 
saw all officers re-elected. These 
officers are: President, David B. 


Nash, Nash Hardware Co., Fort 
Worth; ist vice-president, E. D. 
Peden, Peden Iron & Steel Co., 
Houston; 2nd vice-president, 
C. Stanley Roberts, Jr., Roberts, 
Sandford & Taylor Co., Sherman; 


49 









































secretary-treasurer, Nat M. John- 
son, La Feria. 

The association’s executive com- 
mittee consists of Gus C. Dittmar, 
San Antonio Machine & Supply Co. 
(chairman); Herman T. Biar, 
Schoellkopf Co.; Carl A. Johnson, 
Walter Tips Co.; Joe F. Wood, Cor- 
pus Christi Hardware Co.; David 
B. Nash, Nash Hardware Co. 

The Texas Hardware Boosters 
Club elected the following officers 
for the ensuing year: President, 
C. Earl Stafford, The Stanley 
Works; lst vice-president, Chas. 
W. McKnight, G. M. Baird & Co. 
(Mr. McKnight was re-elected) ; 
2nd vice-president, Charles F. Lan- 
ter, Colorado Fuel & Iron Corp.; 
secretary-treasurer, Nat M. John- 
son (re-elected). 

The new executive committee of 
the Boosters consists of: Karl E. 
Hormann, Sager Lock Works; 
Warren F. Ward, Clemson Bros. 
Co.; O. F. Torbron, Lamson & Ses- 
sions Co.; George C. Barton, 
O. Ames Co. 

The Boosters’ advisory board is 
composed of Edwin M. Luther, 
True Temper Corp., the retiring 
president of the Boosters who will 
serve as chairman of the board; 
Scott A. Poage, American Chain & 
Cable Co.; Harold H. Hargrave, 
Cincinnati Tool Co.; Clyde L. 
Holley, E. C. Atkins & Co.; Forest 
Johnson, Frank & Forest Johnson; 
Paul H. Bowen, Penn Hardware Co. 
(a past president) ; P. H. Speaker, 
Jr., Nicholson File Co. (a _ past 
president). 

The entertainment program ar- 
ranged by the Boosters Club was 
generally conceded to have hit a 
new high in achievement, under 
the guidance of an entertainment 
committee consisting of Hubert 
Groves, Fayette R. Plumb, Inc. 
(chairman) ; Rob-Ell Cox, Sheffield 


































Clark & Co.; Wm. P. Harbig, 
Weiser Co.-Lawrence Bros., Inc. 

The program included a_ golf 
tournament, a ladies’ lunch with a 
skit put on by the Boosters to show 
the ladies the problems they face 
in a working day, several recep- 
tions and dancing, and an outdoor 
Frontier Dinner and show. 

This dinner was held in colorful 
Villita, a restored, little Spanish 
settlement in the heart of San An- 
tonio. The entertainment was put 
on in the Arneson River Theater 


LEFT—Highlight of the ladies luncheon was 
a skit acted out by members of the Boosters. 
The cast, shown here, were (left to right) 
Mrs. H. H. Hurst; William Ward, St. Louis 
Cordage Mills; H. A. Gardner, John H. 
Graham & Co.; H. S. Taylor, Malcolm E. 
Reid & Assoc.; T. M. Wells, Dan M. Bell & 
Co.; R. A. Larsen; and H. H. Hurst, L. H. 
Weller & Co., the master of ceremonies. In 
the skit, but not shown, was Clyde Holley, 
E. C. Atkins & Co. 


BELOW—A skit from the show put on at the 
Arneson Theatre. Here, some wholesalers 
who portrayed roles in an hilarious "Big 
Four" conference, are rewarded with "an 
extra five." 






across the street from Villita. This 
theater is in a beautiful outdoor 
setting with the narrow San An- 
tonio River separating the stage 
from the seating area. 

One of the highlights of this en- 
tertainment was the election of 
Mrs. Lucille Johnson, pleasant, hos- 
pitable wife of Nat Johnson, as 
“Sweetheart of the Texas Hard- 
ware Boosters Club.” Mrs. Johnson 
never did seem to recover from the 
surprise of the accolade and the 
gifts the Boosters presented her. 





Call me Tex 


Two new citizens of the 
state of Texas were created 
at the convention when the 
Governor, through attorney 
general Price Daniel, awarded 
certificates of Texan citizen- 
ship to Frank L. Campbell, 
secretary and sales manager 
of Fayette R. Plumb, Inc., 
Philadelphia, and Robert R. 
Raymond, vice-president and 
general manager of True 
Temper Corp., Cleveland. 





The Texan _ citizenship 
grants, among other things, 
the attorney general said, the 
right to vote in the “Republic 
of Texas,” as well as in the 
United States, a fact that will 
make both new Texans doubly 
important, come the Novem- 
ber elections. 

Two broad-brimmed Stet- 
sons, presented by the Boost- 
ers, and worn with great 
aplomb by the new Texans, 
marked the final conversion of 
two nice guys into Texans. 
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New, interesting, fast-selling products—made with 
Du Pont’s chemical rubber, neoprene—are featured in 




























. This every issue of the ‘“‘Neoprene Merchandiser.”’ And 
utdoor under each product illustration is a complete descrip- 
n An- tion of its sales features—including the properties of 
stage neoprene that add durability and serviceability. 

1is en- This up-to-the-minute publication shows you how 
on of you can use the neoprene story to help you win new 
t, hos- customers, get repeat business, and minimize “‘returns.”’ 
He bey For neoprene means longer life and better service in 
ermal household gloves, weather stripping, garden hose, rug 
m the underlay, and many other popular items for home and 
d the business. 

her. Send in the coupon below. We’ll rush you a copy of 


the current issue and put your name on our mailing 
© list to receive all future issues .. . FREE! 


The rubber made by Du Pont since 1932 





MAIL THIS COUPON TODAY! 


E. I. du Pont de Nemours & Co. (Inc.) Z 
Rubber Chemicals Division M-7 


Wilmington 98, Delaware. 
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BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 
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Tag Tells 
“Who Is Next” 


Store traffic moves smoothly and Saturday rushes 
have been eliminated since Hollywood hardware 
store started customer rotation system 







Borrowing a device used success- 
fully by some other retailers, the 
North Hollywood Lumber & Hard- 
ware Co., North Hollywood, Cal. is 
now using a customer rotation sys- 
tem on busy Saturdays, to help keep 
selling operations moving in orderly 
fashion. 

The idea works efficiently and has 
eliminated customer complaints of 
pot luck service. 

The store’s method of traffic con- 
trol on week-end begins with store 
signs and spoken welcomes such as: 
“Here, John. It’s Saturday . . . take 
a number.” Customers are directed 
to the main office counter where 
they can remove a numbered tag 
from a hook suspended on the main 
cash register. 




























Helps Browsing Customers 


While customers are waiting for 
their numbers to be called, in rota- 
tion, they have the opportunity to 
shop around in the store, secure in 
the knowledge that they are not go- 
ing to lose their turn to be served. 

Asasoon as a customer’s number is 
called he surrenders it to one of the 
five countermen who are ready to 
serve him. The salesmen slips the 
tag on a second hook on the desk 
of Harvey Wise, head salesman and 
developer of the system, and begins 
to serve his customer. 

When the customer fails to re- 
spond when his number is called, 
this number is passed and the next 
number is called. However, as soon 
as the missing customer is located 
attention is given to him at once 
in order to prevent a break-down 
of the numbers system. 

Customer takes top numbered tag to ensure his turn to be served. This traffic control plan tends to 


















52 HARDWARE AGE, JULY 10, 1952 HARDWARE 








"1 





eee ov MATIONAL LOCK 


Glistening, Bright Chrome 
cosiely GAeOeaet Hinges, Pulls, Catches and 
Knobs...a broad selection 


You'll find a steady demand for NATIONAL 
LOCK chrome plated cabinet hardware. It's 
smartly styled, easily installed, inexpensive for 
the consumer to buy. It's consistently adver- 
tised in several national magazines regularly 
read by your customers. You can stock the 
complete yet short line, No. 129 assortment 
including handsome dispiay board or you can 
purchase on open stock your specific selection 
from a wide assortment of items. Ask -your 
No. 129 Board and Assortment j supplier. NATIONAL LOCK cabinet hardware 
is proven-popular and profitable to handle. 


All these items and more... 
Available from open stock 
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N61-33277T Friction Catch sold only through jobbers 


N61-048 Knob 


attractively envelope packaged 


distinctive hardware...all from | source 


NATIONAL LOCK COMPANY 


Rockford, Illinois e« Merchant Sales Division 
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-What Put That 
Gleam in Your 
Customer’s Eye? 


Those Beautiful, 
Distinctively Designed 


SCREEN DOOR GRILLES 
By National Guard 
Products 
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Style 
iNlustrated: 


THE SEA GULL 


Suggested 
Retail Price: 
€-80 For Com- 
bination Screen 


$15 one 
and Storm Door 


$-80 For Regular Screen Door 


As Advertised In 
BETTER HOMES & GARDENS 
HOUSE BEAUTIFUL 
AND LIVING 


You'tt find plenty of ready-to-buy cus 
tomers when you display these beauti- 
ful, nationally-advertised Screen Door 
Grilles. Fully adjustable, easily installed 
—handcrafted of lasting steel. Sizes for 
Combination Screen and Storm Doors 
and Regular Screen Doors. Full selection 
of styles featuring beautifully modeled 
cast figurines. 


kk 
ALSO: Volume-priced Screen Door 
Grilles, without figurines; and attrace 
tive, strongly-built Window Guards. 
Send for descriptive literature. 


DISTRIBUTED THROUGH LEADING 
HARDWARE and BUILDING 
SUPPLY JOBBERS 


NATIONAL GUARD 
PRODUCTS, INC. 


540 Jackson Ave. ¢ Memphis 5, Tenn, 


Screen Door Grilles, Window Guards 
Weatherstripping, Mouldings 











center all the hardware sales help 
behind the main service counter. 
This ganged-up condition is most 
noticeable early on Saturday morn- 
ings when a majority of mechanics 
and farmers are in the store to 
settle their accounts. These men 
were the principal cause of confu- 
sion in the past, when everyone 
was scrambling for position at the 
main counter for quick service. 

A condition like this rarely oc- 
curs now. It is remedied almost 
automatically by rotating customers 
who wish to buy with those who 
are in the store to settle their ac- 
counts. 

The salesman who has a customer 
works all over the store until he 
has filled all the customer’s needs. 
Then he returns to the main coun- 
ter where he’s in position to serve 
the next waiting customer. 


Customers Like Idea 


“When we started calling num- 
bers several months ago, our cus- 
tomers took time to congratulate 
us,” explains Mr. Wise. Some said, 
“Boy! This certainly was needed,” 
and “No more need for my crash 
helmet now.” 

One large sign and five smaller 
ones, in different parts of the store, 
remind the customer to “‘take a num- 
ber” when he enters the store. 

These signs were all made from 
wall board by Mr. Wise. A large 
three-sided sign is suspended from 
the ceiling over the cash register 


and can be seen from a number of 
angles. The letters were formed 
with yellow masking tape. Arrows 


point to the hook that holds the 


numbered tags. 


Star-Shaped Tags 


The store also saved the expense 
of buying tags by cutting its own 
from wallboard scrap. Each is star- 
shaped and has a hole in the center 
for hanging on the hooks. 

There’s no need for more than 
100 numbers, and a smaller number 
may suffice. As soon as the one 
hook is emptied the other is filled 
with the returned numbers, ready 
to be used again. 

“By the end of the day, with this 
control, it’s easy to get a quick 
customer count on the day’s busi- 
ness. On an average Saturday, our 
tags will have been used three times, 
giving a count of upwards of 300 
customers,” explained Mr. Wise. 





Tags were made in the store, 
cut from wallboard. 





Signs in six locations call attention to numbers. 
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THE Onigiual ALL-METAL IRONING TABLE 
at uew reduced prices! 


Women read about—women hear about—and advertised—and praised by satisfied users. 


women buy MET-L-TOP Ironing Tables. The Public acceptance is there—waiting for you to 


features that have made MET-L-TOP one of display MET-L-TOP, demonstrate MET-L- 





i O8 pifung a 

? Guaran eed by > 

Good Housekeeping 
* 


* 
2248 apvearistn WE 


TOP—and profitably se/] MET-L-TOP. 


NON-ADJUSTABLE 
Model P-600 

All metal, welded and riveted con- 

struction—for a lifetime of service, 

satisfaction and con- 

venience. Established re- 


America’s best-sellers are consistently 


a "SIT OR STAND” 


Model C-680 








FOR DETAILS SEE US AT 


NATIONAL 


Reduced to 
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The easy-to-use, easy-to-sell table 
that takes the back-ache out of 
ironing. Can be adjusted to per- 
sonal height preference (26’’ to 
3514’) at the touch of a finger. 
Strong and sturdy. Will never sag, 
tip or collapse. Es- Reduced to 
tablished retail price, ¢ | e, 95 
Model C-680......+ “LS 





HOUSEWARES 
SHOW 


BOOTHS 270-272 
Atlantic City * July 7-11 





tail price, Model P-600 $$-95 
PAD AND COVER SET 


Of long-lasting Sanforized ma- 
terial, tailored to fit all MET-L- 
TOP models. An added profit with 
every MET-L-TOP sale. 
SLEEVE BOARD 

For ironing sleeves, shoulders, in- 
fants’ dresses, etc. All-metal, venti- 
lated, fire-proof, warp-proof. 


Manufactured by GEUDER, PAESCHKE & FREY CO., Milwaukee 1, Wisconsin Mea, 

















































































We'd like to satisfy the voracious appetite of your cus- 
tomers. The way they’ve been gobbling up every bit of 
Boontonware, as fast as it comes off the line, is a tre- 
mendous tribute . . . and we couldn’t be more proud. 





| So, we’re working eight days a week to expand plant and 
| equipment to build bigger and bigger volume .. . but 
! once your customers get a taste for Boontonware there 
| seems to be no end to their appetite! 
As a matter of fact Boontonware shipments are more 
than double last year’s and still not enough! Actually 
April shipments were 289% higher than April last year! 
So hold that tiger boys . . . just a little longer .. . and 
we'll have it purring like a kitten! 


Come see us at the Housewares Show ... we've a brand new 
sales program to match our whopping production schedule 


fine dinnerware fashioned of MELMAC 


.-.the Melmac Dinnerware EVERYBODY wants! 


Product of BOONTON MOLDING COMPANY, BOONTON, N. J. 
Custom Molders for over thirty years. 








Converting a Theater 
(Continued from page 36) 


on a part-time basis and by Thomas 
Russell, a retired construction engi- 
neer on a part-time schedule. 

The present location takes the 
place of the firm’s old 25 by 55 dis- 
play room, several blocks distant, 
and provides more than 4,000 sq. 
ft. of display for his own and the 
leased departments. His former 
store did a volume well in excess 
of $100,000 a year and handled 
from 65,000 to 78,000 transactions 
a year. 

The new location hardware and 
appliance sections occupy more 
than twice the display space used 
in the former quarters, with all 
lines offered by Mr. Whipple being 
on display. 

In the old location there were 
numerous items which could not be 
adequately displayed. 

In his planning for the future, 
Mr. Whipple is considering build- 
ing balconies, mezzanines or even 
a complete second floor to be leased 
to other traffic attracting leased de- 
partments. The present structure 
has a ceiling which is 44% ft. below 
the roof and so it would be possible 
to convert the entire building into 
a two-story unit, with each floor 
being 10 ft. from flooring to ceiling. 





Irrigation Tour 


More than 150 farmers and busi- 
nessmen recently made an irriga- 
tion tour near York, Neb., to look 
at new pump irrigation installa- 
tions, and to see results of irriga- 
tion projects underway. Much of 
Nebraska’s so-called marginal land 
is coming into production through 
modern irrigation methods. Quite 
a few Nebraska hardware dealers 
have trenching machines and dig 
irrigation ditches, and also sell 
pipe, tile and water systems. 

In many parts of Nebraska 
water can be reached within 20 to 
30 ft., and this water is suitable 
for irrigation. 





Gold Rush Days 


Thirty alert merchants bought 
space in a double-page spread in a 
Shakopee, Minn., newspaper, last 
fall, to publicize a Gold Rush Days’ 
campaign. 

A parade, an ice revue, dancing, 
a floor show and special sales at 
different stores, added to the day’s 
festivities. Western dress was the 
order of the day. 
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| being “We certainly picked a winner,” says Mr. Eisley, “when 
we decided to make Rubbermaid one of our basic housewares 
Pore. lines. For the past several years, we have about doubled our 
] Rubbermaid sales . . . and this year, we’re well ahead of last 
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these ads show pictures of actual 
users, taken in their own milk- 
houses and contain copy describing 
their operations and the milk cooler 
units they use. 

Copy in a typical case history 
read, 


A Typical Ad 


“Last week’s 2.35 inches of rain 
hit Ray Olbrich’s farm just right 
for the new-planted corn on his 
268 acre farm about five miles south 
of Harvard. Besides his own acre- 
age, which he has farmed for 20 
years, he and his brother Harold 
Olbrich nearby, cooperate in work- 
ing their own farms, the 160 acres 
of his father’s place, and 240 acres 
belonging to a sister. This spring’s 
weather has been easier on Mr. 
Olbrich than most. A very good 
stand of hay miraculously escaped 
late freezes that struck many 
farms. 

“With just enough beef and pork 
for the home freezer, Mr. Olbrich’s 






Sold 250 Milk Coolers 


(Continued from page 39) 


main stock operations on the farm 
center on dairying and dealing in 
heifers. He gets about 11 cans from 
the 18 cows he’s milking now. 

“Mr. Olbrich is serving his sec- 
ond year on the Harvard Commu- 
nity district school board. Good 
experience, he thinks, and would 
like to see more people attend meet- 
ings to thrash out school complaints 
before problems develop. Mr. and 
Mrs. Olbrich have five children, 
four of which attend district 
schools. 

“Mr. Olbrich bought his Arctic 
Jet cooler from Goodall two years 
ago. He’s had no cause to call on 
Goodall’s 24-hour seven-day-a- 
week service during this time, but 
he still thinks the service idea a 
good one.” 

Ray Goodall has been selling 
milkers and barn cleaners for a 
number of years, and he finds that 
the milk cooler line ties in very 
well with the other products on 
both sales and service. 

At the present time he has two 


A ao ARCTIC JET 











jiant 40-can Milk Cooler by 
ARCTIC JET leaves Goodall’s for aa 
fivandt‘s fare at Wauconda, 111, 
This as the second ARCTIC JET uxD- 
ALL sold Me. Brande and being de- 
livered by Salesman Bil! Deneen, 

The first was a Super 24-can 
capacity ARCTIC JET, sold and in- 
stalled by GQOODALL on the Ray Brande 
Meicy farm at Capron, 

Ray Brandt is owner and operator 
of Brandt Dairy of Barrington, 111. 
Mr. Brandt knows the dairy business, 
and in choosing ARCTIC JET Coolers 
for his forms he evidently knows 


sible milk 


GOLDEN RULE: ” 





Milk Coolers, too, 

These extra large covlers were not 
specialiy made. The ARCTIC JET people 
manufac ture coolers for every pos- 
cooling job, and all 
using the can-top spray cooling, 
along with a large body of ice cold 
water in which to place the can. 

The Brandt deiry producer 40 cans 


One of the firm's 
case history ads. 


a day. The 40-can size saves moving 
out the night’s milk to meke room 
for merning production. 

Another example of GOODALL'S 
Sell the equipment to 
fat the job--You've got to when 


you intend to service it!” 















Sele, deliwery, 
lation and service in State 
of tilinets an¢ Southern 
Wisconsin. 

Savel Wilkers, Leach Bere 
Cleaners, Leech Sile wloader's, 
We SERVICE EVERYTHING we sei. 
Phone, write, or call. will 
Send representatives to see 
you sith no ebligations. Terns 
if peceveary. ; 


GUY THE BEST YET 
BUY ARCTIC Jey 


“a ‘Goodall Hardware 


Pion PHONE COLLECT. 123 


inetal- 


men who call on farmers in the 
Harvard area selling, delivering 
and servicing this equipment. 

At fairs the staff gets a fine op- 
portunity to talk over dairying 
problems with farmers, and also 
make some cooler sales right on 
the spot. His firm has been ex- 
hibiting at the Walworth County 
Fair for many years. 

It was because he is located in 
a large milk producing area that 
Mr. Goodall has concentrated on 
selling dairy and other equipment 
to farmers. Because dairying is 
a 12-month-a-year program, this 
means farmers always have need 
for efficient equipment. 


















Milk Day Celebration 


Harvard, in fact, calls itself the 
Milk Center of the World. Each j 
June, business men stage a huge 
Milk Day, which features a large 
parade, free milk for all who wish 
to drink it on the premises, talks 
by dairy experts, entertainment 
acts, etc. In addition, a Milk Queen 
and her court are chosen annually, 
and ride in the parade. Harvard’s 
Milk Day each year receives na- 
tional newspaper, magazine and 
newsreel publicity. About 15,000 
visitors come to view it. 

There are four large milk buy- 
ing plants in the Harvard trade 
area. One of the biggest boosters 
for the annual Milk Day and one 
of the hardest workers is Ray 
Goodall. 

Last year Mr. Goodall bought an 
old building on the outskirts of 
Harvard and is remodeling it. 
When it is completed, he intends 
to open a dairy equipment show- 
room in it. The building is large 
enough so that a truck can drive 
in one end and out the other. This 
will make loading, unloading and 
storage of dairy equipment very 
convenient. 

Mr. Goodall also intends to have 
an annual Open House here for 
dairy farmers in his new branch. 




















Sells Rental Service 


Smith & Green Hardware in | 


Harvard, IIl., does a good equip- 
ment rental business, part of 
which is directly traceable to the 
prominently located rental list in 
back of the wrapping table. A. H. 
Smith and F. C. Green post 
the following prices—floor sander, 
$5; woodwork sander, $3; floor pol- 
isher, $1; car polisher, $1; weed 
burners, $1, and lawn roller, $1. 
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es Works anywhere on any flat surface 
$ na- . Beautifully styled. Easy to use and clean 
and : ——— - : ‘ . i “s Can't mor table top. Sells on sight! 
5,000 IG ‘ 
* Guaranteed by ~ 
— Good Housshooriag 
wall $F 4s apvenrist worse 
sters Approved by Good Housekeeping 
for its millions of readers. 
' Ray * Advertising. ; Every month, striking Enterprise ads appear in Good 
Cf. , Housekeeping . . . pushing the No-Clamp Chopper. 
ht an olks are talking ohout the handy, * Yational haudience, Every month, nearly 10 million women— 
" handsome No-Clamp Chopper. They vine buying ae for including your own customers — see and nofe these ads. AND EACH 
S of their own homes. And they're giving it as the ideal WOMAN'S A POTENTIAL BUYER! 
r 3G gift. Stock up to satisfy your customers! Made by De ez Wal 
ends ENTERPRISE—the oldest manufacturer of precision *® ©? . . » Every month, Enterprise mails out thousands of 
how- food chopping equipment—this revolutionary new No-Clamp postals, booklets and leaflets. 
large kitchen appliance will earn you big profits, greater * Publiccty . . Every month, leading consumer and trade magazines 
irive volume sales the whole year through. feature the Enterprise No-Clamp Chopper i thelr editorial pages. 
This : 
and CASH IN BY STOCKING THE COMPLETE ENTERPRISE LINE! 
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the NOS. 5, 10—Offer exclusive NOS. 422, 432—Furnished NOS. 12, 22, 32—Designed, ALL-PURPOSE PRESS—Stuffs 
+ in Enterprise cutting principle in with gears for easier operation with Enterprise quality, for per- sausage, presses lard, fruits, 
mercial sizes. on tough cutting jobs. manent attachment and years vegetables, with maximum 
f satisfied use. 
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PLAS-TEX informal dining ware 


i \ F gf 2%-a1. Pitcher $1.95 ©) 





19" Pate $1.00 
Ameces luility 
Slaste 
Housewares Line 

2525 MILITARY AVENUE 


The PLAS-TEX Corporation LOS ANGELES 64, CALIFORNIA 








~ 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 





Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8’ O.D., 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After AlL/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 







Your emergency re- 
quirements are our 
special concern. 








204 CONNELL AVE. 








\ JOLIET, ILLINOIS 















Credit Plate Plan 


(Continued from page 47) 


notch on a customer’s plate, so as 
to fit the individual store’s stamp- 
ing machine. Any number of stores 
can participate in the plan. 

The customer can take his plate 
to the Chamber of Commerce for 
notching, or the store’s personnel 
can take it to the Chamber’s office. 
Many stores, reports Mr. Olson, 
normally grant credit to a known 
customer for one purchase, until 
his plate is notched. 

However, each time the plate 
comes to the Chamber office for 
notching, the applicant’s credit is 
checked,' and the new merchant is 
notified of the applicant’s credit 
standing. 

The secretary of the Chamber of 
Commerce reports that the credit 
plate plan has put new efficiency 
into the credit bureau ratings, mak- 
ing it much easier to keep credit 
information up to date. 


Likes the Plan 


Art Olson likes the plan but he 
believes that it will develop more 
slowly in a hardware store than in 
some others. This is mainly due, he 
feels, to the fact that people are 
not normally accustomed to the idea 
of using credit in a hardware store 
to the extent they are in a depart- 
ment store. However, he has been 
giving out a number of plates each 
week, especially to new customers, 
and he believes he will develop a 
considerable number. 

“As I see it, these credit plates 
will be used more by new custom- 
ers than regulars who have been 
buying at the store for some time,” 
states Mr. Olson. 

“Not all of our regular customers 
want plates. They have established 
credit with us and want to buy the 
old way, and that’s satisfactory 
with us.” 

Mr. Olson has no doubt that 
when close to 5,000 credit plates 
are in use by Waukesha stores, that 
the tendency of many plate holders 
will be to do most of their shop- 
ping in the stores which offer the 
service. 

“In time I think this type of buy- 
ing is going to benefit most of the 
small stores quite a bit,”” Mr. Olson 
explains. “Certainly it is going to 
bring more county residents to 
Waukesha to buy and that is im- 
portant to all of us in business in 
this city. We have been trying to 
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SEE THOSE 
TWO 
LITTLE GEARS? 


































CUTTING WHEEL 





DRIVING WHEEL 

















THEY GUARANTEE POSITIVE CUTTING 


You'll see them on all SWING-A-WAY Can Openers, 
They're syncro-geared! When you turn the handle, the 
cutting wheel automatically turns at the same speed as the 
can revolves. This “rolling pierce’’ action keeps the cutting 
wheel permanently sharp 

Show your customer those two little gears. Thanks to them, 


this Can Opener always works. The cutting wheel glides 
through the tough tin top . . . never slips balks or jerks. 





Those two little gears make the difference. 
Model 609 R-W-Y 


ED) 











write or wire 


SWING-A-WAY MFG. CO., ST. LOUIS 16, MO. 
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% GALVANIZED STEEL 


Keystone Galvanized Steel Wire 
Screening, made of specially selected 
analysis copper bearing steel, gives 
strength and rust resistant qualities. 


% QUALITY BRONZE 


Keystone Bronze Screening, both 
Bright and Antique finish, woven 
from highest quality commercial 
bronze wire of 90/10 analysis (90 % 
Copper, 10% Zinc Alloy) combines 
beauty, hardness, strength and resist- 
ance to atmospheric conditions. 


%* CLAD ALUMINUM 


Keystone Clad Aluminum Screen 
Cloth can be sold by you with con- 
fidence. Will not stain or discolor 
woodwork or masonry. Red rust is 
eliminated, appearance improved. 
Light, strong, durable, and pleasing 
to the eye. 







Write for 
free catalog today. 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa., Fostoria, Ohio 
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build our county business all along, 
and this credit plate plan is help- 
ing.” 

The cost for joining the plan is 
about $25 for each store, plus 5 
cents for each plate in use. 


Art Olson demonstrates how customer's plate is placed 
in stamping machine to mark his credit purchases. 





The Chamber of Commerce is 
publicizing the plan by advertising 
it in a newspaper with a county- 
wide circulation. These ads are 
run about once a week, and are of 
varying size. 





When Displaying Paint... 





The Winchester Hardware, Inc. in Whitewater, Wis., builds its paint 
window displays to sell not only paint but all the accessories that go 
along with it—ladders, brushes, cleaners, waxes. Note the use of ladders 
to provide step-up display facilities that enable a small window to show 

a lot of merchandise without looking over-crowded. 
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Sell each customer from 3 to 10 5 





See-Sale 


PLASTIC 
STORM WINDOWS 


offers you these terrific 


AUS features 


ft Amazing Low Price 
2. Self-selling, 3 color dis- 
play carton for Multiple 
Sales 
. Free Promotional Mate- 
rial 
Window Streamers . . . Counter 


Display Easel... Ad Matg... 
Statements Enclosures 
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of these money and heat saving 
Plastic Storm Windows . 
lowest cost protection against 
wind, rain, cold and steamed 
windows available! 


The sell-on-sight carton-display is 
designed to give real ‘‘sales- 
action"’ at point-of-sale! Display 
contains 36 units. Each SEE-SAFE 
Storm Window is packed in a 
sturdy, attractive tube. This ‘‘quick- 
sale”’ kit contains.a large sheet of 
tough, durable plastic, 36” wide 
by 72” long (big enough to cover 
a door or window), 6 framing 
strips 35” long, a package of nails 
and a simple easy-to-follow in- 
struction sheet. 
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Cash in on this 
sensational seller! 


Order several cartons TODAY . . . Write, 
wire or phone for complete information. 


Other See-Safe Products 








$100 comPLeTE 
ENSEMBLE 











ENSEMBLE $-104 


CURTAIN SCREEN 
FIRE TOOLS and GRATE 


ORDER IMMEDIATELY! 





BACK 
. AGAIN! 





Bright kitchen colors, quality 
appearance, handsome pack- 
aging . . . three good rea- 
sons for consistent sales suc- 
cess. Sturdy zinc alloy finished 
in white, yellow, red, blue, 
green, nickel, brass. 6 hooks 
to the card. 


Alse nickel or brass finish, 1 gross to the box. 
See Your Jobber Today for immediate Delivery 

















789 E. 132d St., New York 54, N. Y. 
Phone: MOTT Haver 5-7400 
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American Gas Association annual con- 


vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New Lork City 17. 


American Hardware Manufacturers 


Association, jcint convention with 
the National Wholesale Hardware 
Association, Oct. 12-16, at Atlantic 
City, N. J. Hotel headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secre- 
tary-treasurer of the manufactur- 
ers’ association with headquarters 
at 342 Madison Ave., New York 
City 17. 


American Society of Architectural 


Hardware Consultants joint conven- 
tion with the National Contract 
Hardware Assn., and National 
Builders’ Hardware Exposition, 
sponsored by both groups, Sept. 28- 
30, Oct. 1 at the Palmer House, Chi- 
cago. A. W. Mathewson, executive 
secretary-treasurer of the Society 
and John R. Schoemer, managing 
director of the Association, both 
with administrative offices at 420 
Madison Ave., New York 17. 


INDUSTRIAL ,SUPPLY CONVEN- 


TION, April 12-16 at Miami Beach, 
Fla. Conference Booth Program and 
sessions at Dinner Key Auditorium. 
Sponsored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, 814 Clark Bldg., 
Pittsburgh 22, Pa. R. Kennedy Han- 
son, general manager; the National 
Industrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3. H. H. 
Rinehart, executive secretary, and 
the Southern Distributors’ Assn., 
712 Volunteer Bldg., Atlanta, E. L. 
Pugh, secretary-treasurer, 


National Contract Hardware Assn., 


joint convention with the American 
Society of Architectural Hardware 
Consultants, and National Builders’ 
Hardware Exposition, sponsored by 
both groups, Sept. 28-30, Oct. 1 at 
the Palmer House, Chicago. John 
R. Schoemer, managing director of 
the Association, and W. A. Mathew- 


National Events 






Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 







son, executive secretary-treasurer 
of the Society, both with adminis- 
trative offices at 420 Madison Ave,, 
New York 17. 


National Hardware Show, Oct 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave.,, 
New York City. Frank M. Yeager, 
managing director. 


National Retail Hardware Association | 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, : 




















































secretary. 


National Wholesale Hardware Asso- 
ciation, joint convention with the 
American Hardware Manufactur- 
ers Association, Oct. 12-16, at At 
lantic City, N. J. Hotel headquar- 
ters, Marlborough-Blenheim Hotel, 
Conference Booth Plan at Conven- 
tion Hall. Thomas A. Fernley, Jr., 
is executive secretary of the whole- 
sale association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 





Regional Events 


Cottes & Co. Fall Dealer Show, Aug. 
11-12. Spring show and annual 
stockholders meeting, Feb. 2-3, 
1953. Both to be held at company 
headquarters, 365 E. Illinois St., 
Chicago 11. 

Pritzlaff Merchandise Fair, Aug. 18- 
20 at the Sports Arena, Milwaukee, 
Wis. Sponsored by the John Pritz- 
laff Hardware Co., Milwaukee. 
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These two fast-selling Westclox 


reasurer ff f -! / a i e 
sdminis. e . deals really put you in 
on Ave, ° 
, the pocket watch business! 

on hie a ok — Some $4,000,000 in pocket watches have 
1 Hard. b| = Be: been sold by druggists during the past 12 
yn Ave,, 5 : : } months. To make sure you get your share 
Yeager, of that business, Westclox now offers sure- 
sitittie fire deals on two of its fastest-selling watches, 
Statler : mY Pocket Ben and Scotty. Your profit is hand- 

. some! The colorful displays are free! Clip 


Rivers 
nia St. and mail the coupon... now! 


lirector. {i 
oo | a WESTCLOX 











, at the = nail eee 
*k City. Made by the makers of Big Ben 
porting 4) GT 
aad x PRODUCTS OF By CORPORATION 

Asso- 
th the Pocket Ben Assortment #644 
factur- Cost You _ Sell For 
at At 4 Pocket Ben (plain dials) $2.35 ea. $3.35 ea. 
| 0h 2 Pocket Ben (luminous dials) $3.05ea. $4.35 ea. 
onven- Plus handsome FREE display 
y, Jr. SCOTTY oe 

whole- 

larters — 2 Pr ae obaens ° 

ia, Pa. : < . we: 

+ ile » o- - Scotty Assortment #603 
\icago. aa 7 »\ — =: Cost You —_Sell For 
it and r f 6 Scotty (plain dials) $1.96ea. $2.80 ea. 
‘Lous “a a Plus stunning FREE display 











Louis 





DON’T DELAY! SEND THIS COUPON TODAY! 


WESTCLOX 
La Salle-Peru, Illinois 


4 
l 
| 
Gentlemen: Please send me through my wholesaler 
____—- Pocket Ben Assortment #644 and | 
Scotty Assortment #603. | 
| 
| 
| 
I 
| 
| 


MY NAME fs____ - 
C$... 


MY WHOLESALER [S__.__ 
HIS ADDRESS IS__ 
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WHAT'S NEW 








Latest Information on New Hardware Merchandise 


(Continued from page 13) 


steel and a non-slip ribbed surface. 
It is 9x11 in. and protects table and 
cabinet tops from heat burns, nicks, 
chips and stains. Each doz. comes 





in colorful blue and yellow counter 
display box. Phoenix Table Mat 
Co., 1718 E. 75th St., Chicago 49, 
Ill. 


Picnic Set 


Red and black scotch plaid, 
moisture-proof carrying case con- 
tains three different food carrying 
containers. The set, called Scots- 
man, has a wide-mouth food jar to 
keep hot foods, salads or ice cream 
at serving temperature; a quart 
vacuum bottle, and a lunch box. The 
case has a zippered fastener and 
reinforced black leatherette han- 





dles. The quart-size food jar has a 
lithographed blue enamel finish and 
chrome plated cup. The matching 
quart bottle has four nested yellow 


66 


plastic cups. The blue enameled 
lunch box is 1314x334x3% in. Par- 
titions separate bottle and food 
jar from lunch box. Retails for 
$15.95. Landers, Frary & Clark, 
New Britain, Conn. 


Electric Percolator 


Chrome automatic electric per- 
colator, called Mirro-Matic, has two 
long-lasting electrical elements, 600 
watts for fast percolation and 30 
watts for keeping coffee at proper 
drinking temperature. It can be 
used for making 4, 5, 6, 7, or 8 cups 
and has graduations marked on cof- 
fee basket and percolator to assure 
accurate measurements. Sweep of 
smooth spout gives controlled pour- 





ing and prevents dripping and 
splashing. It has concealed, heat- 
proof feet and a screw-thread glass 
dome that locks securely with plas- 
tie collar. Beneath the chrome is a 
solid aluminum body. Retail price 
is $19.95. Aluminum Goods Mfg. 
Co., Manitowoc, Wis. 


Portable Grill 


Charcoal fires in both sections of 
grill, called Splitfire, broils food 
between fires or cooks food on top 
of them. Top of grill is 20x20 in. 
and it is 24 in. high. A broiler or 
steak holder hangs between the 
fires with the handle straight up. 
When folded the grids swing to the 
center and form a handle for con- 
venient carrying; it weighs 16 lb. 





Free with each grill is a 59-page 


cooking guide. Roedter Products, 


341 Bryant Ave., Cincinnati 20, 
Ohio. 





Roller-Painting Pan 


An improved reservoir-type pan 
for use in roller-painting is made 
of one-piece, drawn tinplate and 
prevents the possibility of leakage. 
Called Leader, it has slotted feet, 
welded to the pan, to insure stabil- 
ity when mounted on a ladder or 
placed on table or floor. Embossed 





chevrons in the bottom of the pan 
make for easier revolving of the 
paint roller when loaded with 
paint. It is designed for all four 
styles of 7-in. Thomas rollers. 
Thomas Products Co., 8490 Lyndon 
Ave., Detroit 21, Mich. 


Freezer Deal 


Freez-R-Pak kit, with a retail 
value of $25.95, can be offered by 
dealers with the purchase of any 
of the four Ben-Hur freezers. The 
kit contains equipment and packag- 
ing materials sufficient for a whole 
season’s needs of several hundred 
pounds of frozen foods. An 8-qt. 
aluminum blancher, 12 quart-size 





and 12 pint-size polythylene con- 
tainers, 15 pint-size and 10 quart- 
size packages, a 60 sq. ft. roll of 
laminated one-wrap locker paper, 
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. : Sia PERMACOTE ; 
pe pan a - WON'T CHIP OR PEEL BULBS 
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retail ~+ SPECIAL HIGH-PROFIT STOCK 
d by Quantity Bulb List Price 
= 60 C-6 .075 ea. Sturdy, corrugated construction; two colors; 
Pe 150 C-7¥%, 14 ea. 16" deep, 10" wide, 24" high. Shelves separate 
40 C-9% 17 ea. packages. Open platform tray. 


h 
oe $32.30 total list value (plus $2.77 tax) 


8-qt. 
[-size 











Here's the perfect packaged assortment to keep holiday sales 

up. This attractive merchandiser gives you a complete . 
Christmas bulb department in compact counter form 
... gives you a better percentage of high-profit, 
high-demand bulbs than any competitive offer. If you 
have a big, busy counter, order two merchandisers. 
You get a fast moving stock of assorted colors. And 
besides, you get top-drawing point of sale aids to 
point up the new Permacote finish. Let this 

special Westinghouse offer be Santa Claus 

to your sales! Westinghouse Lamp 

Div., Bloomfield, N. J. 

con- is 
art- ORDER NOW...FOR A BRISK, 

Seg BRIGHT BUSINESS IN WESTINGHOUSE BULBS 
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b PARK 





Carpenter’s 














With all the ‘‘PROFESSIONAL”’ features 
that Carpenters demand ! 


j This NEW box has the same sturdy construc- 

tion that has made PARK the standard of 
comparison, Full length tray-hangers to hold 
| level, inserts in bottom for 3 saws. Cover has 
| slot to allow clearance for square. Copper 
| hammerloid enamel. 





































WRITE: For infor ti onc pl . line 
OR CALL YOUR JOBBER 





MANUFACTURING CO. 
GRANT PARK, ILLINOIS 


PAR 








SHA 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 








From Sharon, the line with the talking 
labels, comes once again one of our most 
popular packages—round or flat head 
stove bolts with nuts already on... at 
no extra cost. For details, ask your Job- 
ber or write us. 


t FL 
Shavot Foll aud Sc¥eu Co. 
Le Pl 








BOSTON 10, MASS. 






WHAT'S NEW 








36 plastic bags in assorted sizes, 
three rolls of Mystik freezer tape 
in three colors, an automatic mark- 
ing pencil and 12 refills, and a plas- 
tic defroster paddle are included in 
the kit. Ben-Hur Mfg. Co., 643 E. 
Keefe Ave., Milwaukee, Wis. 


Toilet Tank Trays 


Bathroom floors can be kept dry 
with aluminum toilet tank tray 
with baked white enamel finish. 
Called Veri-Neet, they come in two 
models. No. 16 Universal, below, 
fits any size tank with exposed 
center pipe and has a rubber hose 
that pipes moisture into bowl. 
Deep-well construction prevents 





overflowing. No. 17 Modern, above, 
fits tank resting directly on seat- 
bowl and has three sanitary cellu- 
lose pads that absorb 20 times their 
weight in moisture. The pads are 
on raised knobs for added evapora- 
tion. Both models are easily in- 
stalled without tools. Northern In- 
dustries, Inc., 310 N. Water St., 
Milwaukee 2, Wis. 


Safety Saw Blade 


Dangerous kick-back accidents 
can be eliminated with this safety 
sawblade which uses about 30 pct 
less power to operate and features 
a special clearance design which 
permits easy refiling with an ordi- 
nary handfile. Called Arco Safecut, 
it is made of tempered tool steel 
and precision ground for expert 
cutting and long life. Available in 
6, 7 and 8 in. sizes, all blades have 
52 in. bore and include ™% in. re- 

















ducing bushing. Special bores are 
also available for all popular port- 


able saws. Arrow Metal Co., 140 
West Broadway, New York 13, 
WN; 2 


Clothes Line 


Added to the Mike twine and 
cordage line is a plastic clothes line 
which comes on a 50-ft. hank, in 
two connecting hanks. The clothes 
line has a filament rayon center 
and a breakage strength of 300 Ib. 
It will hold its color in sun and foul 
weather, has very little stretch and 
can be cleaned easily with a damp 
cloth. Available 12 hanks to a box. 
Cleveland Mills Co., Lawndale, 
N. C. 


Door Scrolls 


Home doors can be made attrac- 
tive with these door scrolls of alu- 
minum castings from hand carved 
models, finished in textured white 
or natural luster aluminum. They 
are made in two patterns, Enchant- 
ment (top, in photo), a swirling 
leaf design to be used in sets of 
four, one for each corner of the 
screen or storm door; and Morning 
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Glory, bottom, entwined leaves and 
flowers to be used in sets of two in 
diagonally opposite corners. Mount- 
ing holes are provided and rust- 
proof screws are furnished. En- 
chantment is 11x9 in., Morning 
Glory is 20x14 in. Leigh Building 
Products Div., Air Control Prod- 
ucts, Inc., Coopersville, Mich. 


Tape Solder 


Genuine 40/60 tin-lead solder 
contains resin flux and is made in 
the form of a metallic tape. It is 
packaged approximately 2'% ft. in 
length and % in. wide, with a sin- 
gle package capable of 100 connec- 
tions. No soldering iron or tools 
are needed; a connection can be 
made with a candle or match. Op- 
eration is simple, with just a spiral 
or wrap when used for wire, and 
for flat metal just place between 
for perfect sweat joint. Retails for 
25¢ and packed 18 to a display card 





BLONDE 


TAPE 
SOLDER 


(CONTAINS ROSIN FLUX) 


GENUINE 40/60 TIN-LEAD SOLDER 
This package will solder over 100 connections 


aN ten 


Real solder that mebta urth a match 


FAST - ECONOMICAL - STRONG 


or box. Blonde Oil Co., Solder Div., 
464 Woodward Ave., Brooklyn 37, 
N. Y. 





















Ball-Bearing Grinders 


All Wissota electric tool and 
sickle grinders are now equipped 
with oil sealed, precision ball bear- 
ings. The improved grinders run 
smoother, use less power and give 
longer trouble-free service. Wissota 
Mfg. Co., 1801 S. Third St., Minne- 
apolis 4, Minn. 


Unvented Gas Heaters 


Modern styling is built into three 
unvented gas heaters, all of them 
radiant-circulator models. The X17, 
shown here, X23 and X31 have 
sturdy all-welded cabinets which 
are porcelain-enameled and burn- 
ers made of porcelain-enameled 
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pressed steel. The design of the 
raised ports provides efficient com- 
bustion. All have easily removable 
clay radiants, chrome plated stain- 
less steel trim and dress guards. 
They are finished in durable ma- 
hogany-blend porcelain enamel, are 
factory-equipped for manual con- 





trol and have self-locking main gas 
valves. Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 


New Tile Color 


An off-white shade with blue 
marbleization, called Sicilian, has 
been added to the asphalt tile color 
range of Kentile. The new shade 
has a modern appearance and 
makes an attractive wall or floor 
covering alone or in combination 
with other colors in the line, of 
which there are 26. Kentile, Inc., 
58 Second Ave., Brooklyn, N. Y. 


Cabinet Lifts 


Electric mixers, grinders and 
similar appliances can have a place 
of their own with this kitchen cabi- 
net lift, which changes ordinary 
cabinets into disappearing shelf 
units that store the appliance when 
not in use and provide instant ac- 
cess when needed. Easy to install 
and operate, it is made of %x1% 




















The Stanley ‘‘241” Butt Hinge 
is the standard of the world. 
More doors swing on Stanley 
Hinges than on any other kind. 
Check these quality features. 


@ Non-Rising Pin Self-seating, 
no twisting, no turning 


@ Clean, accurate 
countersinking 


@ Smooth, square corners 
@ Superior finish 


@ .Correct number and size of 
screws 


Streamline swaging — no 
tool marks 


Smooth joints — no burrs 
Distinctive packaging 
Specified by most builders 


Hinge leaves 
interchangeable 


It’s easier to sell Stanley 
Hardware. 


The Stanley Works, New Britain, Conn. 


[ STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING ® STEEL 
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WHAT'S NEW 





in. steel and available in two mod- 
els. Model A-21, shown here, to fit 
cabinets without a top drawer, and 
Model UD-22, available in two sizes, 
to fit cabinets with a top drawer. 
McMahon Bros., 2220 S. Hoover 
St., Los Angeles 7, Calif. 


Hand Tool Kits 


Handy kits of hand tools attrac- 
tively packaged in self-selling dis- 
play boxes offer minimum assort- 
ment of popular sellers which 
include hot-forged square drive 
socket kits in 44, 34 and % in. 


sizes, with ratchet, slide bar and 
extension; open end, box end and 
combination wrench kits of hard- 
ened drop-forged Metalite steel; 
and a utility kit. Metal Engineer- 
ing Co., 184 N. La Salle St., Chi- 
cago 2, Il. 


Lever Action Shotgun 


Called Lever-Matic, this shotgun 
permits rapid fire to the extent of 
three shots in two seconds. The 
lever travels only 21% in. making it 
easy to steady the gun on the tar- 
get and permit rapid fire. Magazine 
holds the standard three shells. The 
gun has a long, semi-beavertail 
forearm, an automatic safety, a 
thumb-operated safety, an explo- 
sion port in the breech block, extra 
heavy bolt, a gun barrel of high 
alloy chrome - nickel - molybdenum 
steel, and a one-piece solid Amer- 
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ican walnut stock with rubber re- 
coil pad. Weighs 71 Ib. and retails 
for $52.95. Kessler Arms Corp., 131 
Mechanic St., Silver Creek, N. Y. 


Interior Varnish 


Clear interior varnish with im- 
proved wear resistance and beauty 
of finish can be used on floors or 
furniture. Known as Dulux inte- 
rior varnish, it dries tack-free in 
21%4 hours and can be recoated in 
six hours. It is resistant to alkali, 
extremely hot or cold water, alcoho! 
and other substances which usually 
print, mar and scar varnish. E. I. 
du Pont de Nemours & Co., Inc., 
Wilmington, Del. 


Electric Room Heaters 


Two “giant output” electric room 
heaters, combining fan-forced and 
radiant heat of 1650 watts capac- 
ity, operate on 110/120 volts, 60 
cycle, AC only. Model 5600, shown 
here, is thermostatically-controlled 
and provides “full room” heat at 
either 1650 or 1320 watts. It is fin- 
ished in bronze enamel with ivory 
plastic appointments and retails 


for $34.95. Model 5100 is an im- 
proved design of the 5000 model 
with the additional advantage of 
1650 watt heat. It retails for 
$21.95. Arvin Industries, Inc., Co- 
Jumbus, Ind. 


Glue Dispenser Pen 


Called Glu-Pen, this glue dis- 
penser is easy to use and conve- 
nient to carry in pocket or handbag. 
The glue dries immediately and is 
applied in dots by pressing the ball 
of the pen on surface to be glued. 
It eliminates the use of bulky clips 
and pins and can be used for past- 
ing in albums and scrapbooks as 
well as for office work. More than 
5,000 dots can be had from each 
cartridge, which can be replaced 
when empty. It is packed in a gold 
foil box, suitable for gift, which 
contains empty dispenser and two 
cartridges of glue. Available in 


maroon, gray and green, it retails 
for $2.95. George S. Heineman, 230 
Fifth Ave., New York 1, N. Y. 


Plastic Drop Cloth 


Made of polyethylene, 9x12 ft. 
plastic drop cloth is durable, non- 
scratching and can also be used as 
a picnic cloth, table cloth, furniture 
cover, auto seat cover, wading pool, 
etc. Called the See-Safe, it is suit- 
able for covering and protecting 
the finest surface. Sydney-Thomas 
Corp. and its division, the Mehl 
Mfg. Co., 2057 Reading Rd., Cin- 
cinnati 2, Ohio. 


Refrigerator Tray 


All jars, cans and containers can 
be easily brought within reach on 
this revolving refrigerator tray. 
Made on the lazy susan principle, 
the tray rotates on nylon ball bear- 
ings. The perforations provide an 
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Sheffield ALUMI-ROOF paint offers complete, modern 
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YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screws 


@ Socket Screws © Cap and Set Screws 
@ Nuts @Taper Pins © Studs 


@ They’re Quality Made to be Trouble Free 

© They're better packaged for easier stock 
room service 

@ They‘re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get “Safety Plus” 
from your HARDWARE DISTRIBUTOR 
today. 


o SCREW COMPANY 


2509 WASHINGTON BLVD. 
BELLWOOD, ILL. 


NATURAL FAST 
SELLERS! 













Household Tool Kit #A441 


A Ay ALITE Economical 


Tool Kits 


Place these fast selling Amalite Kits to work for 
ou! Watch how they actually sell themselves! 
he complete Amalite Line is packed in beautiful 
eye-appealing, red, blue, and green kits. Blades 
are interchangeable and are made of hardened 
and tempered tool steel. The extra-large handle 
is made of attractive durable plastic and is com- 
fortable to the grip. 


Write today for our complete catalog. 
“SET YOUR SIGHT ON AMALITE” 


Chucho if 


1884 PITKIN AVENUE, BROOKLYN 172, N.Y. 


Vanufacturers of hardware sper 


allies 
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instant finger grip for twirling in 
either direction. Made of white 
Masonite, it has a 15-in. diameter 





and is % in. high. Retail price is 
$2.95. Damar Products, Inc., 22 
Treat Pl., Newark 2, N. J. 


Gummed Labels 


Home canned fruits and vege- 
tables, as well as food stored in jars 
or containers, can be easily identi- 
fied with gummed labels. Colorful 
designs dress up pantry shelves and 
still leave ample writing space for 
designation and date. Available 
with attractive display stand, they 





retail at 25 labels for 25¢. Paul L. 
Baruch, Inc., 234 Fifth Ave., New 
York, N. Y. 


Paint Roller Kit 


With Do-All paint roller there 
is no need for a ladder when paint- 
ing high walls and ceilings because 
of the built-in Extend-A-Handle. 
The kit contains an 11x65 in. leak- 





proof steel paint tray, a combina- 
tion paint mixing paddle and roller 
wiper and a 7-in. all-purpose paint 
roller with threaded handle. An or- 
dinary threaded carpet sweeper or 
mop pole can be screwed into the 
handle to extend it to reach the 
ceiling. The roller has a mohair 
wool cover and can be purchased 
separately from the kit. Kit retails 





, e 
x 


for $2.98. American Products Co., 
3311 Edson Ave., New York 69, 
Mm Be 


Boxing Glove Line 


Two sets of boxing gloves, both 
approved for Golden Glove and 
A. A. U. tournaments, are included 
in the D & M 1952 line. The 
DG608, a 10-oz. set, and the DG609, 
an 8-oz. set, shown here, are made 
of selected wine colored glove 
leather with padded palm grip, 





fully reinforced back and thumb, 
and reinforced thumb seam. They 
contain genuine hair padding 
throughout, 3-in. padded _ cuff, 
bound lacer and wrist and the 
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The GREATEST Money-Making Promotion 


= Jf By for Home Heater Dealers! 


LA 
Superflome “PUEL-SAVER” 












HOME HEATERS 
America’s Most Complete Line of Oil and Gas Heaters 


More beauty! More comfort! Amazing fuel savings! 
Only SUPERFLAME has the super efficient ‘‘Fuel-Saver”’ 
that increases radiating surface 100% .. . decreases 
chimney loss 40%. Saves up to Vs on fuel.. . sometimes 
more! 20 outstanding sales clinching features in all 
mean faster, easier sales! 


Superfan nemaanamaen® 


America’s most versatile air circulator. SUPERFAN 
fits under heater and provides forced air warmth in 
winter. Gives up to 25% more winter comfort on the 
same amount of fuel. In hot summer weather SUPER- 
FAN keeps folks cooler! It circulates, cools bedrooms, 
ventilates kitchens. It’s the modern portable blowér 
with countless uses! 






























AUTOMATIC THERMOSTAT 


Gives you FOUR big sales advantages! Gives 
your customers: 1. on letely automatic heat- 
ing; 2. “round-the-clock” comfort; 3. savings 
in time and work; 4. savings on fuel. No 
electricity needed. ‘No wiring. No costly in- 
a stallation. Eliminates overheating and under- 
heating. 


f To: Queen Stove Works, Inc., Dept. HA72 t 

i Aiba ton, Minnecste H OIL OR GAS HEATER DEALERS 

; [_] Please send complete “Early Bird" SALE Plan details. I aes wae J — = penngewen Kit is 
. ‘ k — urnishe verything you need is in- 

; CJ re ‘ie - Exclusive SUPERFLAME Franchise" and : cluded to make 1952 the biggest, most 

' ee ee i er pew home heater year you've ever 

i i ad! Send coupon today for full profit 

g Nome--------~----------------------=-- i details! 

NES a a ee eee ee ee ae gj Queen Stove Works, Inc., Albert Lea, Minn. 

[ i Canadian Distributors: 

I cece eee ene et OOO : Great West Electric & Radio, Ltd. 
at a a ‘ Winnipeg and Regina I * 


Trans-Canada Distributors, Toronto 
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BLADES 


| Sales are easier when you 
carry the complete line of 

STAR metal-cutting prod- 

ucts. Over the years, a com- 

bination of a good product 

| along with consistent ad- 
vertising to your Customers 
has made STAR hacksaw 
blades, frames, and metal- 
cutting band saws the easy 
brand to sell. 


STAR 
| 


Sold only through 
recognized distributors 


- CLEMSON BROS., Inc. 


y MIDDLETOWN, N.Y., U.S.A. 
a Makers of Hand and Power Hack Saw Biedes, 
y ‘Fromes, Metol Cutting Band Sew Blades 


snd Clemson Lown Machines. 


Ag te @® 10828 








| Moth Preventatives 





cinnati 32, Ohio. 


With the addition of chlorophyll, 
this moth killer line also deodorizes 
closets, keeping woolens safe and 





fresh at the same time. Planned 
nationwide promotion will be 
launched to support marketing of 
these items. Paradise Products 
Corp., Fairview, N. J. 


Attractive styling is featured in 
electric kitchen clock with clear 
plastic disc between numeral band 
and case. Available in red or aqua 
case and dial with white numerals 





and hands, white or yellow case 
with brown numerals and hands. It 
has a polish silver color bezel and a 


A. A. U. label is sewed on each 
cuff. A father and son set of gloves 
is also available. Draper-Maynard 
Co., 4861 Spring Grove Ave., Cin- 


recess for excess cord. Suggested 


retail price is $8.95 plus tax. Tele- 


chron Dept., General Electric Co., 
Ashland, Mass. 


Television Receivers 


Three models have been added to 
the Black Daylite television line; 
all feature a new 21-in. cylindrical 
picture tube. Model 21C200, an 
open face console in genuine ma- 
hogany, has an eastern list price 
of $399.95; Model 21T4, mahogany 
finished table model, has an eastern 
list price of $329.95; Model 21T5, 
blond oak table model, has an east- 
ern list price of $339.95. All have 
12 separate tuning circuits, a 
built-in socket to which a UHF 
translator may be attached, auto- 
matic sound and gain control, and 
uniform field scanning system. 
General Electric Co., Electronics 
Park, Syracuse, N. Y. 


Hand Warmer 


Called the G. I. model, this Jon-E 
hand warmer has all the features 
of the standard model in the Jon-E 


| 
wd 
a 


\ 

: 
£7" 
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alll 





-~ 
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hh 


line, except that its size and fuel 
capacity have more than doubled. 
Made of special alloy steel, it is 
chrome plated and highly polished. 
It will burn for more than 48 hours 
on one filling of stove or lamp gaso- 
line or Jon-E fluid. Aladdin Labo- 
ratories, Inc., 419 S. Sixth St., Min- 
neapolis, Minn. 
(Resume reading on page 13) 
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SENSATIONAL SELLERS 
FEATURED FROM COAST TO 


COAST 
| OxwaLl | 


TOOL SETS 





We manufacture all type screw 
drivers with wood and plastic 
handles, chisels, spark plug testers, 
awls, pliers, spring balances, etc. 


Jobber to 
show you 
the complete 
Oxwall line 


Write for Complete Illustrated Catalog 


[ OxwaLl TOOL CO., Ltd. 


DEP'THA 928 Broadway e New York 10, N. Y. 
Factory: Oxford, N. J. 





“ue ae 


YOUR PROFIT —‘16"° 


Assortment, redesigned for maxi- 
mum Sales Appeal, assures rapid 
pulley turnover and high profits. 
Diameter from 114” to 5”. Order 
yours from your Congress jobher 
today. All pulleys are hand- 
somely packaged in 3-color boxes 
with pulley and bore sizes plainly 
printed. Counter display matches 
pulley box colors and each pul- 


R 
— ley’s position is indicated for 
CATALOG handy inventory control. 


World’s Largest Manufacturer of FHP Pulleys 


CONGRESS 


DIAMOND 
BORED 


DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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WHY SKILLED WORKMEN Prefer 


RribggIb> 


Small Ratchet Threaders 





Ficetic TOOLS 
make good workers 
Better! 
























Drop head sets to thread 4” to 2” 
Extra Fast-Selling _ 
Drop Head Dies 


* Heads snap into 
ratchet ring from 
either side, won’t fall out. 


RIZAID 
Bolt Dies 
OOR-B 


Y,"" to ”, 
National 
Coarse and 
Fine Thread 










% Precision-cut alloy dies reverse for close-to- 
wall threads—no special dies needed. 


* OOR & OR, %” to 1”; 111R and 11R, ” to 
14%"; 12R, %” to 2”’. Conduit dies available. 


% It pays you to keep these RITA1D’s in 
stock—order from your Supply House. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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sells the 


~ YANKEE” 


130A Q-R Spiral 


A tool that makes time for 
your customers makes sales 
for you. The “Yankee” 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 

home. The quick-return 
(Q-R) spring automati- 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 

screws even in awk- 

ward positions . . . 
overhead or down be- 
low, in narrow places 
or “‘blind” applica- 

tions. That’s the 

kind of speed with 

manpower econo- 
my aman can see 
in a moment and 
buy without hes- 


itation. That’s 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the easiest way... 
for years and years 
of willing service. 





bits with 


extra / drills.+ sockets counter= 
bits | / centering _ sinks 
| / sleeve 


“YANKEE” TOOLS 


NOW PART OF pe 
NORTH BROS, MEG. CO. 
Philadelphia 33? a. 


76 


70 HELP YOU SELL 

















New Displays and Other Dealer Sales Helps 


(Continued from page 13) 


easy identification of parts. The 
carton, plastic coated inside, can be 
used as a container by the cus- 
tomer. Cartons, some of which are 





shown here, range in size from 
6x6x6 in. to 2x1 11/16x1 11/16 in. 
F. E. Myers & Bro. Co., Ashland, 
Ohio. 


Wheel Goods Ads 


Distributors of juvenile wheel 
goods are offered a cooperative ad- 
vertising program, sharing on a 
50-50 basis costs of advertising the 
BMC line through newspapers, 
radio and television. Available to 
participants are an ad mat service 
of single and double column, half- 
page and full-page mats, 20 and 60 
second radio scripts and television 
sound films. BMC Mfg. Corp., 5-9 
Griswold St., Binghamton, N. Y. 


Clock Contest 


Four - color easel - backed display 
card announcing a $15,000 contest 
for consumers and to promote the 
sale of clocks is available free. 
Entry blanks are attached to the 





display card. Contest assortment, 
shown here with display card, in- 
cludes four new models. National 
advertising campaign will tie-in 
with contest. Free kit consists of 
display, catalog, price list, suggest- 


ed tie-in ads and complete details of § 


contest. Telechron Dept., General 
Electric Co., Ashland, Mass. 


Water System Catalog 


The complete line of Aqua-Flo 
water systems and pumps is fea- 
tured in this illustrated catalog. It 
describes shallow and deep well 
pumps in jet and centrifugal types 
in capacities from 200 to 1000 gal. 
per hour, together with perform- 
ance data and application sugges- 
tions. A comprehensive selection 
chart shows how to choose a pump 
for varying conditions of capacity, 





=a 
MORRISON 


FPORMERLY HEIL) 


WATER SYSTEMS 


abit {es 
Sox | 


te fit Erg 
Wolir dupphy Ned 





well diameters, water levels, verti- 
cal and horizontal lifts. Available 
free. Morrison Co., 125 W. Melvina 
St., Milwaukee 12, Wis. 


Aluminum Brochure 


The 1952 edition of Reynolds 
Architectural Aluminum, a 12-page 
brochure, is available without 
charge. It contains a brief resume 
of aluminum production facilities 
as well as a listing of technical 
literature and movies available. 
Recommended fabrication methods, 
approved finishes, specifications are 
outlined. The booklet contains 
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“~ 
NEATSLENE CO. 
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Omaha 8, Nebr. 
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IT'S ORDERING TIME FOR 





COAL 
STOVE 


SHOVELS 


The Fulton Line 
of shovels means 

quality to the trade. 
An exceptionally well con- 
structed coal stove shovel—heavy steel. Made to 
withstand rugged use. 


WRITE TODAY for literature on Complete 
Line of Fulton Fire Shovels—Place orders now 
for fall delivery. 


PATENT NOVELTY CO. 
Dept. HA FULTON ILL. 




















) Martin’s 
“SOUTH PACIFIC” 
| 


4 Ti Cpl cP} 
SHAMPOO SPRAY a 


“AMERICA'S FINEST 
SHAMPOO SPRAY 
Precision made with flexible 
rubber head with 139 soft, 
natural-rubber bristles. Com- 
plete with ‘“Fits-All” con- 
nection and 5 ft. of sturdy 
tubing and 2 bright, rust- 
less anti-kink springs. Priced 

to sell on sight! 
Individual Full-Color Boxes 
$1.25 Retail 

















Do it with 


TUFWEB 


and you'll make money 


Push Martin TUFWEB 
Use Martin TUFWEB 


Sell Martin TUFWEB 





It’s the new-as-’52 furniture fabric 






Won't fray Won't fade 
Unharmed by water, sun, chemicals 
Cleans with soap and water 
Stays strong—stays good-looking 


Never wears out 


OLD CHAIRS 
MADE NEW 


NEW CHAIRS 
MADE MODERN 














Contains Mutton Tallow 
STOP BELT SQUEAKING, SLIPPING | 


(anva.tastic. 









































| Waterproofing ~ 
for ) 
CANVAS 
AWNINGS = 
TENTS 
Pure homogenized TARPS r 
Neatsfoot Oil. Wa- BRICK 
terproofs, preserves CEMENT 
leather, boots, shoes, sto 
saddles, luggage. 00 
Liquid Saddie Soap Dist. by 
SOFTENS and PRESFAVES Animal Shampoo = **/ br te-ole 
LEATHER Animal Hardware, 
NEATSLENE CO. Hairdressing Sport, Drug 
Ow aan wi 100 Neatsione Harness and Saddlery 
oil Houses. 
Mfgd. by NEATSLENE CO. 
Roy W. "'Shep'’ Shepard 


Omaha 8, Nebr. 


HARDWARE AGE, JULY 10, 1952 





Get 














TUFWEB 


counter cabinet with 
fast-selling introduc- 
tory selection of 12 
popular colors 
(TUFWEB made in 
27 colors!) 











TAKE ADVANTAGE OF THE 


TUEWEB 
PROMOTION PROGRAM: 


TUFWEB counter cabinet with 
bin for TUFWEB clips 


e Free direction leaflets for your customers 

e Free display posters 

e Free newspaper mats to use locally 

e Free dramatic “before” and “after’’ demonstration 
suggestions 


GET IN! TIE IN! CASH IN! 


Ask for the whole story today 





Martin Fabrics Corporation 
48 West 38th Street, New York 18, N. Y 
LO 4-2020 










































Keep after 
this brand 


43 J 
ae 4 


famous to 
so many people 











ES 


for $0 many 
good reasons! 











>! : 

They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “‘Diamond- 
Arrow” and “Diamond-Dart’” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 

WART 


Bassick 


WAKING BORE 
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helpful information for users of 
architectural material. Advertising 
Dept. Reynolds Metal Co., 2500 S. 
Third St., Louisville 1, Ky. 





Decoy Counter Display 


Duck decoy display can be used 
on counter, in show case or as win- 
dow trim. It measures 6x4x6 in. 
and is molded of pulp. The white 










‘Victor : 


YUCK DECoYs 


base has raised red lettering in the 
center and marsh-like bulrushes 
and reeds at either end. Above the 
base is a mallard floating on a pond. 
It is finished in natural color. 
Animal Trap Co. of America, 
Locust St., Lititz, Pa. 


Floor-Type Merchandiser 


Any size, shape or kind of mer- 
chandise can be displayed in this 
adjustable floor-type merchandiser, 
called Salesmaker. It provides 4214 
sq. ft. of selling space in 1214 sq. 
ft. of floor spate. It consists of six 








large shelves, two 10-in., two 12-in. 
and two 14-in., all with hardwood 
edging and pricing channels; a 







QW cxsnioe 

























(li 


sumeor ) Ox 


ta 


@ The most complete Industrial Jack line 
@ Full data on all types and sizes 


@ Time and money-saving use and applica- 
tion recommendations 


@ Shows all construction features and 
specifications 


Write for your copy of this valuable free catalog today! 


'e are i ) 


ond Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
“1056 So. Central Ave., Chicago 44, Ill. 











Bewildered ?? 


... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 


issue 


dealers. 
feature in each 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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6x30x60 in. natural finish wood 
base. The unit can be assembled 
quickly and simply and all parts are 
interchangeable with Spacemaster 
equipment. Reflector-Hardware 
Corp., Western Ave. at 22nd PI., 
Chicago 8, IIl. 


Repair Coils Catalog 


Supplement catalog, No. 52-04, 
covers several hundred water 
heater repair coils added to the 
Dormont line in the past two years. 
This supplement together with the 
original catalog, No. 49-02, include 
some 1200 different coils for more 
than 100 makes of water heaters. 
They range from simple single tube 
coils to complicated double, triple, 
quadruple, multicoil and instanta- 
neous heater types. Also listed are 
a new line of range burner coils 
and gas conversion coils in many 
sizes and types. Available upon re- 
quest. Dormont Mfg. Co., 1314 
High St., Pittsburgh 12, Pa. 


Ice Cream Freezer Display 


Combination display and master 
carton for gallon-size electric ‘ice 
cream freezer, called Handyfreeze, 





has illustrated top and side panels. 
The colorful display allows easy ac- 
cess to the various parts of the 
freezer to permit close inspection. 
It takes up 1 sq. ft. of counter or 
window space, with the back panel 
extending up to 27 in., and is part 
of the master-carton for each 
Handyfreeze. Chicago Electric 
Mfg. Co., 6333 W. 65th St., Chicago 
38. 










(Resume reading on page 14) 
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Millions of 
sportsmen will 
soon see 
Kessler Guns 
advertised in 
their favorite 
magazine. 


See us at 

Booth 808-809 

National Hardware STREET siedieiscsechebiaesieidatuaizsiiitias sence 
— city 








200 Mechanic Street LEVER-matic 


NAME 


FIRM 






Ey 
| 
be ‘at 


} 


with 6 choke positions! / ..2-*~ 


PATTERN 
CHANGED 
IN SECONDS 
























’ Compensator 
and Choke 
Permanent 
Magazine 


only *3 7-95 


12, 16 and 20 gauge. 


e Compensator for 45% Less 
Recoil! 
e Choke for Diversified shooting! 
e Permanent Magazine for smooth, 
fast loading! 
e Well balanced... easy handling! 
e One-piece barrel and breech! 
@ One-piece genuine Walnut Stock! 


A FEATURE FOR YOUR GUN SALES! 


Stock all three of these amazingly low-priced quality 
Kessler guns in 12, 16 and 20 gauge. 
Kessler Model 28 Bolt Action 

3-shot Repeating Shotgun. $25.95 list 
New Kessler Model 50 LEVER-matic 
shotgun. “3 shots in less than 
2 seconds” : $52.95 list 


All prices $1 higher west of the Rocky Mountains 


KESSLER ARMS CORP. 


200 Mechanic Street Silver Creek, New York 


A ee 


MANUFACTURERS 
of the 








Kessler Arms Corp. 






Silver Creek, N. Y. SHOTGUNS 









(CJ Yes—RUSH me all the facts on Kessler priced-to-sell shotguns! 


Please have your nearest jobber bring me, FREE copies 
of “Shot at Random”, gun safety folder, with hilarious 
Harry Goff drawings and humorous verses. 

















Priority and Price Digest 





Extension of Controls 
Offers Little Change 
For Hardware Industry 


As expected by Washington ob- 
servers, Congress came through 
with another extension of govern- 
ment controls to April 30, 1953— 
an extension, which despite the 
relaxations and revisions made in 
many phases of the bill, does not 
radically changes the price control 
picture for the hardware industry. 

A gesture was made towards de- 
control of prices under certain, gen- 
eral conditions, but it was just 
that; a gesture to prod the White 
House, but without any force be- 
hind it. 

The Herlong amendment came 
through almost untouched, and 
only slightly broadened, despite an 
effort made to extend its guarantee 
of historic pre-Korean markups 
to each individual seller, rather 
than, as OPS interpreted it, to an 
entire class of sellers, or a partic- 
ular industry. 

However, the Herlong amend- 
ment was made to apply to regula- 
tions issued before the 1951 law 
took effect, as well as to those that 
came after. And also, wherever 
wholesalers and retailers took their 
mark ups on a dollars and cents 
basis, rather than as a percentage, 
OPS must guarantee the pre- 
Korean “customary charges.” 

On the other hand, the Adminis- 
tration lost its authority to control 
consumer credit, which sounded 
the death of Regulation W. And 
though credit control over new 
homes remains, this power was 
sharply limited. 


Alternate Pricing For 
Some CPR-7 Goods 


An alternative pricing method 
has recently been provided by OPS 
for consumer goods retailers, sell- 
ing under CPR-7, whose “list date” 
articles were not representative of 
the lines usually carried during the 
selling season. 

Effect of the action is to permit 
retailers to delete unrepresentative 


News and Interpretations of Government Orders 


categories of merchandise from 
their pricing charts and to estab- 
lish more normal markups for their 
articles which were listed on a date 
not within the usual selling season 
for the articles. 

A category may be considered 
unrepresentative if the pricing 
chart lists less than one-third the 
number of price lines carried during 
a specified week in the year, Feb. 
27, 1950, to Feb. 26, 1951. This is 
the week in which a merchant of- 
fered the greatest number of price 
lines in that category. 

This new action was contained in 
Amendment 20 to CPR-7, and SR 6 
to CPR-7, both effective June 28. 


Uniform Ceilings Off 
14 Television Models 


Uniform retail ceiling prices for 
14 types of television sets have been 
revoked by OPS. Retailers must 
now price those sets according to 
CPR-7 pricing charts. All other re- 
sellers must price them under their 
applicable OPS price order. 

Within 15 days from June 24 the 
TV manufacturers involved must 
notify all purchasers who buy these 
sets for resale of the revocation ac- 
tion. Within 20 days from June 24, 
all purchasers who buy the TV sets 
for resale must remove all tags 
which were affixed to the sets under 
provisions of special orders section 
of CPR-7. , 


Copper Supply Eased 
For Civilian Goods 


NPA recently announced that 
manufacturers will get an extra 
100 million pounds of the kinds of 
copper they use in July, August and 
September, thus indicating a big 
improvement in the country’s cop- 
per supply. 

The action will give manufactur- 
ers of stoves, refrigerators, wash- 
ing machines, freezers, lawn mow- 
ers and many other consumer du- 
rable goods a minimum of 50 pct 
of the copper they used in an aver- 
age quarter before Korea. They 
were getting an average of 35 pct 
of their pre-Korean amounts. 









Lawn Mower Producers 
Denied Price Relief 


Power and hand lawn mower 
producers must price under CPR 
22, instead of GCPR, after July 31, 
OPS recently "announced. At the 
same time, the agency reported 
that an industry earnings standard 
survey of the trade showed that 
producers are not eligible for price 
relief. 

The action does not affect pro- 
ducers whose yearly volume for the 
last fiscal year prior to Dec. 19, 
1951, did not exceed $250,000. 

OPS said bringing the industry 
under CPR 22 will not adversely 
affect the trade’s current earnings 
since the level of ceiling prices 
under CPR 22 appears to be as 
high, or higher than the GCPR 
level. Also, the action, it was said 
by the agency, will not impose any 
clerical burden on the trade, since 
the majority of hand and power 
operated lawn mower manufactur- 
ers had previously complied with 
CPR 22 reporting requirements. 

The earnings survey had been ¥e- 
quested by the lawn mower indus- 
try and while this survey was going 
on, OPS permitted all manufactur- 
ers in the trade to continue pricing 
under the GCPR. 


NPA Removes Ban On 


Color Television 


NPA on June 24 replaced its flat 
ban on the manufacture of color 
household television receivers with 
a newly amended Order M-90, al- 
lowing manufacturers to apply for, 
and if they qualify, receive permis- 
sion to make home-type color TV 
equipment under certain condi- 
tions. The revised order is not de- 
signed to permit unlimited produc- 
tion of household color television. 

The revision will give an oppor- 
tunity to those manufacturers 
whose defense contracts are on 
schedule and those having no de- 
fense contracts to demonstrate 
that their production of color 
TV equipment will not impair the 
defense effort. Only such manufac- 
turers will be authorized to produce 
color TV products for home use. 
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2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


m=} to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 

















Yes, we now have 62 Assortments 


.. AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes . 
10 sizes from No. 216 to No. 0. 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


Shavoet Bout andl Sethe Co- 


BOSTON 
MASS. 








Cl EANER 


oes 


B 
Fs 
$07) 


‘v" 
40 
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W. Orange, WN. J. 





NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


~~ \ashing ton 


(Continued from page 10) 


House Committee For 
“Matched” Pricing 


Approval by a House subcommit- 
tee of legislation permitting pro- 
ducers and manufacturers to meet 
their competitors’ prices doesn’t 
necessarily mean that the bill will 
become law at any early date. There 
still is plenty of opposition to the 
measure, particularly from the 
Federal Trade Commission. 

Although the bill has cleared the 
hurdle of Senate approval, it faces 
a rocky path in the House, and an 
almost-certain veto from President 
Truman. It’s generally agreed that 
a White House veto would finish off 
the measure for the balance of this 
year, since the congressional recess 
precludes any opportunity to try to 
repass the bill over a veto. 

In its present form, the measure 
allows sellers to meet their competi- 
tors’ prices, if the matching is done 
in good faith and to meet competi- 
tion. Matched prices resulting 
from collusion among producers 
would be prohibited. In the event 
of Federal prosecution, a_ seller 
could properly maintain, it is said, 
that he met another firm’s price to 
stay in business, and that he had 

no reason to believe that the com- 
petitor’s price was illegal. 


Senate Plans Special 
Consumers Aid Group 


A special Senate committee, in- 
tended to look out for the interests 
of the consumer as such, seems 
likely to be created before Congress 
calls a halt to its work this year. 
The deck was cleared for consid- 
eration by the Senate recently 
when the Rules Committee ap- 
proved the Gillette resolution which 
sets up a 13-member committee of 
senators and gives them the au- 
thority to investigate price spreads 
between the factory and retail lev- 
els and any marketing develop- 
ments which would adversely affect 
the consumer. It has been strongly 
backed by labor, agriculture and 
retail groups, both cooperative and 
consumer organizations. 





(Resume reading on page 11) 
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REPRESENTATIVES 


for established factory, making new 
line of low-priced GARDEN HOSE, 
to call on Jobbers, Chains, volume 
users. Liberal commission arrange- 
ment. Write full particulars imme- 
diately. 


Address Box 711, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











Parts for 
HURRICANE Power Mowers 
Always Available 


A Complete “Parts” Stock 
Brings Steady Sales! 


Hurricane Rotary Power 
Mowers never become obso- 
lete! Each new, improved iV 
part is made to fit any Hur- ' 
ticane ever built! Because of | business. Money-wise dealers 
normal wear and breakage, ll over the country are bring- 
owners will need replace- ing in additional income from 
ment parts. By offering parts and service business. 
Hurricane parts and service, You can too! Write us for 
you'll monopolize this repeat details. 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Dept. H-A 2722 Cherry St. Kansas City 8, Mo. 
















This trio of popular MILK FILTER DISCS 


sings profits all year ‘round! It’s the BEST line, BEST adver- 
tised . . . over 43 million ads in 1952 to help you sell. Free 
“dealer helps’’ available, too. 


Ask your jobber...or write for FREE SAMPLES. 


SCHWARTL MFG. CO., Two Rivers, Wisconsin 


America’s No. 1 FILTER DISC LINE * Tops in Profits! 








THE FASTEST-SELLING $3.98 ITEM IN THE 
HOUSEWARES FIELD BECAUSE IT’S THE 


ONLY POTATO CUTTER with 
2 INTERCHANGEABLE BLADES 


aE 












































That's right! In a few 
short months Mrs. Da- 
mar's Potato Cutter has 
become the fastest-sell- 
ing $3.98 houseware 
item in over 6900 
stores! And for 2 good 
reasons: it’s the only 
Potato Cutter with TWO 
Sharpened Stainless-Steel Blades—cuts 49 Shoestring Potatoes or 25 
French Fries in one easy stroke. Made of enameled steel in popular 
kitchen colors. And our heavy advertising in 38 leading magazines 
creates new customers month after month! Order from your jobber, 
or write today. 


JOBBER INQUIRIES INVITED 


DAMAR PRODUCTS, INC. cea?! x's 


— Your most profitable staple... —— 


The original PLATT . 
ADJUSTABLE 
FINGER GRIP 




















| 6 outstanding 















selling features 


1—Adjusted in a jiffy. 

2—Finished in plated spring 
Steel. 

3—Made in 3 popular sizes. 

4—Handsome, self-selling dis- 
play boxes. 

5—Made of spring steel .. . 

Vv and hundreds of others holds shape permanently 

See your jobber or write 6—Nationally advertised. 


ARTHUR I. PLATT CO., Fairfield, Conn. 


Millions in use for holding: 

V All type of tools—in home and 
factory 

V Kitchen utensils 

V Sporting equipment 

V Laboratory test tubes 

V Brushes and brooms 

V Garden tools 

V Rubber stamps 














Price and Priority Digest 
For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRicw AND PRIORITY 
Digest which appears in every issue of HARDWARE 
Acs. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 



















MIDWAY AUGER BITS 


“preferred by all who want 
the best’’ 


HOME WORKSHOP BIT-KIT 
(No. 50-6) 


4/16’, 5/16”, 6/16” 


6 BITS 8/16”, 10/16”, 12/16” 





THE MIDWAY TOOL CO., INC. 
Factory and Sales Office 

















MELVIN, OHIO = 4-087 
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Read it in 





HARDWARUAGCE 








Ekco Products 


Co. Appoints 


Three District Managers 


Ekco Products Co., house- 
wares manufacturer, has 
appointed new district man- 
agers in the Detroit, Pitts- 
burgh-Cleveland and Louis- 
ville territories, it was an- 





THOMAS LYNCH 


nounced recently by John G. 
Brooks, vice-president in 
charge of housewares sales. 

Thomas Lynch, four-year 





GORDON McDONELL 


veteran of the Ekco sales 
organization in the Chicago 
area, has been advanced to 
district manager for Michi- 
gan, northern Indiana and 
northwestern Ohio, with 
headquarters in Detroit. He 
will direct the work of three 
field salesmen. Maurie Coss- 
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man, former Detroit district 
manager, moved to the firm’s 





B. K. BROOKS 


home office in Chicago as ad- 
vertising manager. 
In another promotion from 
within, Gordon McDonell, 
(Continued on page 90) 





Name Bigelow & Dowse 

Lucas Co. Distributor 
John Lucas & Co., Inc., 

paint manufacturer of Phil- 


adelphia, has announced the 
appointment of Bigelow & 





Dowse Co., wholesaler, of 
Boston as Lucas Paint dis- 
tributor for the New En- 
gland states. In addition to 
the Lucas franchise, Bigelow 
& Dowse will also distribute 
Super Kem-Tone, Kem-Glo 
and Kem decorator products. 
The Lucas dealer fran- 
chise and Kem _ decorator 
products were formally pre- 
sented to the entire Bigelow 
& Dowse organization on 
June 7 at a meeting in the 
Somerset Hotel in Boston. 
R. F. Harter, general sales 
manager of the Lucas Co., 
conducted the presentation. 
B. W. Himelberger, New 
York-New England sales 
manager; H. F. Lee, adver- 
tising manager, and C. F. 
Wiggins, product authority, 
conducted various sessions. 


Myers Co. Holds Largest 
Sales Training Class 


The largest group of dealer 
and distributor representa- 
tives ever to attend an F. E. 
Myers & Bro. Co. sales train- 
ing class in Ashland, Ohio, 
convened at the Myers fac- 
tory recently, for a four-day 
session. 


Builders Hardware Club of Northern Coliheenia Meets 


For the first time in its 
training history, Myers was 
host to two women distribu- 
tor representatives. Also at- 
tending the four-day session 
were members of the Myers 
newly-formed labor-manage- 
ment committee and several 
other Myers employees. 

A total of 63 persons from 
14 states, including 45 dealer 
and distributor representa- 
tives attended the class. 


The two lady trainees were 
Mrs. Mary Dutton and Miss 
Jackie Currie, both of the 
Virginia Supply & Well Com- 
pany of Atlanta, Ga. 

Over 35,000 persons have 
attended Myers training 
classes, either at the factory 
or in the field, since the pro- 
gram began in 1945. 


Appointed By Perfection 


Perfection Stove Co., Cleve- 
land, Ohio, has appointed 
the Afton-Lemp Electric Co. 
as its appliance distribu- 
tor in the Boise, Idaho terri- 
tory. This company is cur- 
rently handling electric 
ranges, oil and gas_ space 
heaters, oil and electric water 
heaters and kerosene portable 
Heaters and junior stoves for 
Perfection. 


———eE——e | 








Jointly sponsored by the Architectural Hardware Consultants, National Contract Hard- 


ware 


Association and the Builders’ Hardware Club, the 


Builders’ 


Hardware Club of 


Northern California held its spring meeting recently at Moose Hall, San Francisco. Guest 
speaker for the occasion was Curtis L. Booth, general sales manager, Russell & Erwin 
Div., American Hardware Corp., New Britain, Conn. 
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Brown, McKew Elevated 
By Tracy-Wells Co. 


C. O. Tracy, vice-presi- 
dent and general manager 
of the Tracy-Wells Co., Co- 
lumbus, Ohio, announced the 
appointment of A. E. Brown 
as sales manager and J. E. 
McKew as sporting goods 
buyer for the firm. 

Mr. Brown replaces G. E. 
Maness who recently re- 
signed. Mr. Brown was pre- 





A. E. BROWN 


viously general manager of 
the Appliance Distributing 
Co. of Columbus, a_ sub- 
sidiary of the Tracy-Wells 
Co., where he had served in 
various capacities for 14 
years. 

Mr. McKew replaces E. G. 
Griffith who has resigned to 
accept a position with an 





J. E. McKEW 


Akron sporting goods manu- 
facturer. The Tracy-Wells 
Co. is a wholesale distribu- 
tor, supplying retail dealers 





in their trade area with 
hardware, housewares, elec- 
trical appliances, sporting 
goods and toys. 

McKew will head the de- 
partment which buys the 
sporting goods line of fish- 
ing tackle, guns, ammuni- 
tion, golf, baseball, football 
and basketball equipment. 

Mr. Brown will direct the 
sales department, which in- 
cludes the company’s 40 
salesmen who call on retail 
outlets in Ohio, Indiana, 
West Virginia and Ken- 
tucky. 





Kovacs Joins Cortland 


Frank Kovacs, professional 
tennis star, has joined the 
advisory staff of the Racket 
Div. of Cortland Line Co., 
Inc., Cortland, N. Y. 





Woodbury Elected President 
Of New Lawn Mower Institute 


The Lawn Mower Insti- 
tute, Inc., representing 35 
leading manufacturers, was 
organized in a charter con- 
vention at the Blackstone 
Hotel, Chicago, on June 12. 

T. Bowring Woodbury, 
president of Air-Capitol 
Mfg., Inc., Wichita, Kan., 
was elected president of the 
Institute. Other officers 
elected at the convention in- 
cluded: vice-president, Sam 
Briggs, vice-president of Reo 
Motors, Inc., in charge of 
lawn mower division, Lan- 
sing, Mich.; secretary-trea- 
surer, G. Neal Turner, presi- 








New Officers of Southern Hardware Assn. 





Shown here are the new officers of the Hardware Associa- 
tion of the Carolinas. Seated, left to right, C. B. Gladden, 
Valley Hardware Co., Chester, S. C. junior director; Abel 
Warren, Abel Warren Co., Inc., Garland, N. C., senior di- 


rector; and J 


. M. Rivers, Rivers Hardware Co., Hampton, 


S. C., president for 1952-53. Standing, left to right, H. C. 
Gabriel, Rhyne Hardware Co., Newton, N. C., a past presi- 
dent and new director; J. T. Owen, Jr., Arthur Hardware 
Co., Elloree, N. C., a past president and new director; H. E. 


Wilson, Jr., Chesterfield, S. C., 


Hardware Co., second vice- 


president; and L. V. Huggins, Huggins Hardware Co., 
Chapel Hill, N. C., outgoing president and new director. 
Not present in the picture are T. A. Gross, Jr., Asheville 
Hardware Co., first vice-president; and Mrs. Sally Couch 
Masten, Charlotte, N. C., re-elected secretary-treasurer. See 
report of Association’s convention on page 93. 


HARDWARE AGE, JULY 10, 1952 





dent of the Eclipse Lawn 
Mower Co., Inc., Prophets- 
town, Ill. 

Elected to the board of di- 
rectors were Walter C. 
Davis, Jr., secretary-trea- 
surer of the G. W. Davis 
Corp., Richmond, Ind.; A. W. 
Schenck, sales manager of 
the lawn mower division of 
the Savage Arms Corp., Chi- 
copee Falls, Mass.; H. L. 
Heineke, president of Hein- 
eke & Co., Springfield, Il.; 
Oscar Jacobsen, president of 
Jacobsen Mfg. Co., Racine, 
Wis.; D. H. Lilly, president 
of Toro Mfg. Corp., Minne- 
apolis, Minn., and H. M. 
Cooper, secretary - treasurer 
of Copper Mfg. Co., Mar- 
shalltown, Iowa. 

General objectives adopted 
by the convention included: 
to stimulate and advance the 
general welfare of the lawn 
mower industry and foster 
its commercial interests; to 
examine and make _ recom- 
mendations on taxation and 
regulations affecting the in- 
dustry; to gather accurate 
and reliable information 
helpful to all members; to 
provide the government with 
factual information concern- 

(Continued on page 86) 





Riesman New President 
Of Royal Electric Co. 


Robert A. Riesman has 
been elected president of 
Royal Electric Co., Inc., Paw- 
tucket, R. I., manufacturer 
of insulated wire, electrical 
specialties and decorative 
Christmas lighting. 

Mr. Riesman succeeds 
Joseph G. Riesman, who has 
been elected chairman of the 
board. The new president 
most recently filled the post 
of general manager following 
assignments as_ assistant 
sales manager and, later, as 
sales manager. 
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Sherwin-Williams Co. 
Names Burt Sales Head 
The appointment of Ar- 


thur H. Burt as director of 
sales for the Sherwin-Wil- 





ARTHUR H. BURT 


liams Co., paint manufac- 
turer, Cleveland, has been 
announced by the company’s 
president, Arthur W. Steu- 
del. Mr. Burt’s responsibili- 
ties cover all domestic and 
foreign sales. 

Mr. Burt has spent his en- 
tire business career with 
Sherwin-Williams, starting 
in the company’s advertising 
department, his progression 
has taken him into practi- 
cally every phase of the 
company’s sales activities. 

In 1946 Mr. Burt was ap- 
pointed director of the com- 
pany’s north central sales 
region with headquarters in 
Cleveland in which capacity 
he has served until the 
present. 





Woodbury President 
Lawn Mower Institute 

(Continued from page 85) 
ing the industry to protect 
the public interest; to ad- 
vance and promote the use 
of products manufactured by 
the members; encourage 
high standards of quality 
and service; to study politi- 
cal and economical develop- 
ments; to foster lawful 
group action to meet prob- 
lems affecting the industry 
as a whole. 

The board appointed Har- 
old K. Howe executive secre- 
tary of the Institute with of- 
fices in the Mills Building, 
Washington, D. C. 

Other charter members of 
the new association include: 
Barnes Mfg. Co., Kansas 
City, Mo.; Beazley Power 
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Mower Co., St. Petersburg, 
Fla.; Bolens Products Div., 
Food Machinery Corp., Port 
Washington, Wis.; Chore- 
master Division, Lodge & 
Shipley Co., Cincinnati, 
Ohio; Clemson Bros., Inc., 
Middletown, N. Y.; Falls 
Products, Inc., Kansas City, 
Mo.; Goodall Mfg. Co., War- 
rensburg, Mo.; Granite State 
Mowing Machine Co., Hins- 
dale, N. H.; Johnston Lawn 
Mower Corp., Ottumwa, 
Iowa; King Pneumatic Tool 
Co., Chicago, Ill.; Midwest 
Mower Corp., St. Louis, Mo.; 
Monark Silver King, Inc., 
Chicago, Ill.; The Moto- 
Mower Co., Detroit, Mich.; 
Pioneer-Gen-E-Motor, Chi- 
cago, Ill.; R. P. M. Mfg. Co., 
Lamar, Mo.; Roto-Hoe & 
Sprayer Co., Novelty, Ohio; 
Sensation Mower, Inc., Ral- 
ston, Neb.; Starbrand Corp., 
Indianapolis, Ind.; E. C. 
Stearns & Co., Syracuse, 
N. Y.; Simplex Mfg. Corpo- 
ration, New Orleans, La.; 
Farm and Ranch, Inc., Kan- 
sas City, Mo.; Temco Prod- 
ucts, Inc., Lynwood, Calif.; 
The Vollrath Co., Sheyboy- 
gan, Wis.; Whirlwind, Inc., 
Milwaukee, Wis.; Worthing- 
ton Mower Co., Stroudsburg, 
Penna.; Yazoo Mfg. Co., 
Jackson, Miss. 





Housewares Club Plans 
Bar-B-Que on July 26 


The Southeastern House- 
wares Club has launched 
plans for its annual Bar-B- 
Que to be held at the Avon- 
dale Estates American Le- 
gion Club on July 26. ' 

The Advisory Committee of 
the organization includes J. 
Ward Adams, Rich’s, Inc.; 
J. J. Autrey, Beck & Gregg; 
H. B. Horsey, Sharp Horsey 
Hardware Co.; Ben Hyman, 
L. Luria; and Tom Baynes, 
Davison-Paxon. 





Ekco Names Cossman 


Maurie Cossman, Ekco 
Products Co. district man- 
ager in the Michigan and 
northern Ohio territory, has 
been named advertising man- 
ager of the company, it was 
announced by John G. 
Brooks, vice-president in 
charge of houseware sales. 

Cossman, who has been a 
member of the Ekco sales 
organization for the past 
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four years and district man- 
ager since September, 1951, 
takes over his new duties at 
the firm’s main office in Chi- 
cago July 1. 





New Bedford Cordage 
Appoints Conkling 


The New Bedford Cordage 
Co., New Bedford, Mass., an- 
nounced the promotion of 
Hazid C. Conkling to the 
position of assistant sales 
manager. Mr. Conkling has 
been with the firm for eight 
years, during which he cov- 
ered the New Jersey and 
eastern Pennsylvania terri- 
tories, plus the ports of Nor- 
folk and Baltimore. 

Prior to joining New Bed- 
ford, Conkling was engaged 
in sales and service work for 
the Philgas Division of 
Phillips Petroleum. He will 
make his headquarters in 
New Bedford, Mass. 





Bristol Elects O'Brien 
Board Director 


Joseph O’Brien, vice-presi- 
dent in charge of sales for 
the Bristol Brass  Corp., 
Bristol, Conn., has been 
elected a member of the 
Board at a recent meeting of 
the company’s Board of Di- 
rectors. At the same time, 
he was elected vice-president 
and his duties expanded. 
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Casco Corp. Promotes 
Shields; Names Poyda 


John Shields has _ been 
named sales manager for the 


midwestern appliance divi- 





JOHN SHIELDS 


sion of Casco Products Corp., 
Bridgeport, Conn., according 
to Harry B. Davis, company 
sales manager. At the same 
time it was announced that 
Richard A. Poyda has been 
appointed Philadelphia divi- 
sion manager, the position 
previously held by Mr. 
Shields. 

Mr. Shields, with Casco 
two years, was formerly as- 
sociated with Toastmaster 
for two-and-a-half years. 

Before joining Casco. Mr. 
Poyda had been a salesman 
for TAB Electrie Supply Co. 
and Wearever Aluminum. 


Dealers at Cotter & Co. Toy Show 





Pictured here selecting toys during the recent Toy Show 
held for dealer-members of Cotter & Co., Chicago, Ill., are 
(left to right) Mr. and Mrs. William Nelson of Menomonie, 
Wis., and L. W. Moore, of Rochelle, Ill. The Cotter company 
has prepared a 32-page rotogravure consumer toy catalog 
for its dealers. The catalog contains about 300 toy lines an 
its approximate circulation this year will be 250,000. 
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ARE 


This amazing Acrylic spray is jumping into the 
best-seller class faster than politicians can jump 
on bandwagons! It protects, preserves, beautifies 
almost any metal, wood, leather or paper surface. 
Rustproofs metal. Seals out water, air, moisture, 
dirt, dilute acids, grease. Krylon is available in 
crystal clear (clear as spring water) and two col- 
ors—bright white and aluminum. 

Krylon sales go up—and up—and up—50 per- 


F LASH ! Krylon is introducing the first Garden 
Spray in a pressurized, ready-to-use can. Kills 
Japanese Beetles, Thrips, Aphids and Leaf Hop- 
pers. Retails $1.89 per can. Your profit per doz. 
$7.56. Order No. 5000 from your jobber today! 









Nationally advertised 
in 23 publications including 
the Post, Better Homes, 
and Farm Journal. 






——-—------------ 3 








2 


cent increase in first three months of 1952 alone! 


And retail cash registers all over the country are 
keeping pace. Why not zoom with Krylon your- 
self? The Starter Assortment contains everything 
you need to put yourself into the Krylon business: 
small-space counter display, 4 cans of crystal- 
clear Krylon, 4 of white, 4 of aluminum. Total 
retail $25.80; your cost $17.20. That means you 
rack up a neat $8.60 profit—and in a hurry too! 


ORDER FROM YOUR JOBBER 
OR SEND COUPON FOR FAST SERVICE 


KRYLON, INC., Dept. 187 
2601 N. Broad St., Philadelphia 32, Pa. 


[_] Yes, we want to zoom with Krylon! Please have a Krylon 
Starter Assortment delivered to us as soon as possible. 


[_] Please ship us_____cans Krylon Garden Spray No. 5000. 


Store name 





Address 





Zone State 








City 


My name 





Name of our jobber. 








BUILDERS 
HARDWARE 


6y GRIFFIN 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

,; quality produced by 
‘; E Griffin. 


bt 
Nid 





Bevery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE +» PENNSYLVANIA 


THE B. S. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Porkwoy 917 St. Charles Avenue 
Kansas City, Missouri Atlanta, Georgia 
WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Garrison Bivd. 
Chicago 26, Iilinois Baltimore 16, Maryland 
GEORGE A. GREGG ROY L. ROGERS 
17134-6 Wyoming Avenue 1620 Garfield Street 
Detroit 21, Michigan Denver 6, Colorado 
t AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 
= 115 Broad Street 6954 Oleatha Avenue 
— Boston, Massachusetts St. Louis 9, Missouri 








E. H. FARRAR 
6637 Golf Drive 
Dallas 5, Texas 

CHARLES L. LEWIS 
1355 Market Street 
San Francisco 3, Calif. 
R. F. BEVERS 
4524 East 60th Street 
Seattle, Washington 
L. G. FULLER, JR. 
644 Wellington Road 
Jackson 6, Mississippi 
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HARDWARE BRIEFS 








Arkansas 


Stock and fixtures of the 
Runyon Hardware Co., 316 
Front St., Newport, have 
been purchased by the Delta 
Furniture Co. 





California 


The Desert Hardware Co. 
has decided to sell its stores 
in Brawley, El Centro and 
Calexico, according to gen- 
eral manager B. C. Sutton. 





The McManus Hardware, 
231 S. San Mateo Dr., San 
Mateo, recently held its for- 
mal opening. James O. Mc- 
Manus is owner-manager of 
the store. 


Colorado 


Fire of undetermined ori- 
gin caused severe damage to 
the Graham Hardware Co. 
warehouse on Railroad St., 
Durango. 


Edgar A. Foss has been 
named manager of the Thrift 
Hardware & Supply Co. in 
Alton. He succeeds Roy 
Stalp. 


Indiana 


Robert Hatfield has _ re- 
signed his position with the 
Keller Hardware _ store, 
Bourbon, and Reed Damon 
has joined the organization. 





The Chitwood Hardware 
firm has signed a contract 
for the largest room in the 
new limestone building being 
constructed on the Hanna lot 
on the state highway in 
Ellettsville. 





Allison Hardware recently 
held its grand opening in the 
Keller Building, Kendallville. 
The new store is managed by 
Kenneth Allison. 





Louisiana 


The Delta Hardware & 
Furniture Store, Inc., Tallu- 
lah, has been sold to Jack H. 
Folk, Cordes E. Williamson 
and Gaines R. Bryam. The 
new name of the firm, previ- 
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ously owned by W. F. Pat- 
ton, is Delta Hardware Co. 





Michigan 


The Peck Street Hardware 
Store, 534 Peck St., Muske- 
gon, has been formally 
opened by Robert L. and Ed- 
ward H. Fischer. 





lowa 


Bob Hughes, an owner of 
Leach & Thompson Hard- 
ware recently damaged by 
fire, has decided to go back 
into the hardware business 
upon completion of recon- 
struction plans. The firm is 
temporarily located in the 
Chamber of Commerce Build- 
ing in Spencer. 





A furnace explosion in the 
Frederick Hardware store, 
Strawberry Point, caused 
damage to a large stock of 
oil paint and other mer- 
chandise. 





The Kale Hardware & 
Furniture store, in Truro 
was razed by a recent fire. 





The new Centralia Cash 
Hardware, Centralia, re- 
cently opened. Ervin John- 
son owns anc operates the 
store. 





O. E. Gooding is the new 
general manager of the Ot- 
tawa hardware firm, 216 S. 
Main, Topeka. 





Homer and Blondena Buck 
have sold the Ben Franklin 
store in Phillipsburg to Ray 
Henderson, Sr., Ray Hender- 
son, Jr., and Phyllis and Otto 
Krauss. The new owners of 
the variety store also own 
Henderson Hardware. 





Kentucky 


N. W. and W. P. Burnette 
have bought the Williams 
Hardware store on E. 
Fourth St., Fulton, from 
J. E. Williams. 





Marks Morrison has pur- 
chased the Implement & 
Hardware business in Ly- 
man from Mr. and Mrs. 
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T. H. Elquest. The firm’s 
new name is Morrison Im- 
plement. 





Minnesota 


L. V. Hopfenspirger is 
planning to erect a new 
hardware store on Vernon 
Ave., Morgan. The new Mor- 
gan Hardware main store 
will take up the front of the 
building, to be constructed of 
cement block with a steel 
roof. 


Missouri 
The Whelchel Hardware 
Co., Branson, has had its 


warehouse damaged by fire. 





Nebraska 


Work has been completed 
on the installation of a 
freight elevator in the Ben- 
jamin Hardware, Arapahoe. 





New Jersey 


Glen Rock Hardware Co., 
200 Rock Rd., Glen Rock, has 
been sold by Charles R. 
Merry to William L. Eckert. 


Ohio 


C. E. Zipf and Harry 
Bradfield have purchased the 
George Huffman Hardware 
at New Matamoras. Busi- 
ness is now being done under 
the new name of Bradfield & 
Zipf. 





Oregon 


Vincent and Herman Mar- 
tinek are planning to open a 
new hardware store on S. 
Oregon St., Ontario. The 
new store will be known as 


Coast to Coast Hardware. 





Pennsylvania 


Hamilton Hardware, Inc., 
3944 Market St., Harrisburg, 
has been incorporated at 
$35,000 to buy, sell and gen- 
erally deal in hardware, 
tools, china, paint, glass, 
housefurnishings and electri- 
cal supplies and appliances. 





The York Paint & Hard- 
ware Co., 20 W. Market St., 
York, was damaged by fire 
recently. Business continued 
after some cleaning up. 





Tennessee 


The new hardware store 
planned for Oak Ridge has 
opened in a temporary loca- 
tion in the Municipal Market 
area, where it will be oper- 
ated by J. F. Beene until the 
permanent location is ready 
for occupation. 





Texas 


The Dodd Hardware Co. 
in Greenville has added two 
new. departments; a window 
glass department and a cus- 
tom picture framing depart- 
ment. 





A. G. Gerd is the new man- 
ager of the Commercial 
Hardware Co., Harlingen. 
He has been in the hardware 
business for 30 years. 





W. F. Hefton has recently 
joined the sales staff of the 
Scheurer Bros. Hardware 
Store, 105 S. Travis, Sher- 
man. He will work in the 
hardware and appliance di- 
visions. 








Standard Bronze Co. 
Moves in Bayonne, N. J. 


The Standard Bronze Co., 
Bayonne, N. J., has moved 
from its quarters at Sixth 
St. and Ave. A to its new 
brick and steel building at 
179-85 W. Fifth St., in Bay- 
onne. In the modern struc- 
ture the firm will quadruple 
its former production. 

A new office building, to in- 
clude show rooms, is present- 
ly in the process of construc- 
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tion. A. W. Lindberg, Sr., is 
present and A. W. Lindberg, 
Jr., vice-president of the 
firm. 





Re-Appoint Boruszak 


A. J. Lindemann & Hover- 
son Co., Milwaukee, Wis., an- 
nounced the re-appointment 
of Nathan Boruszak as dis- 
trict manager for L&H Lec- 
tro-Host appliances in the 










































































“Never mind Horace, | 
fixed it with my FALCON GRIP 
SCREW-HOLDING SCREW DRIVER” 


Your customers need only a glance at a Falcon Grip 
“Snap-in” Counter Display, to be reminded of “fixin’’ 
jobs where this Parker tool would come in handy. 
Falcon Grip’s exclusive, easy opening, screw-holding 
clip holds the screw rigid. The semi-square Parkloid 
handle, scientifically designed to fit the palm and 
fingers, increases leverage — and reduces slipping. 


FG COUNTER DISPLAY 


Attractive Parker “Snap-in’ Counter 
Display. Holds one Screw Driver of 
each size, Easy to set up and fill from 
stock. Attracts customers. Deal consists 


of 
2 each F-2}2 4 each F-5 
4 each F-4 2 each F-7 


1 each “Snap-In” Counter Display 











PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S. A. 
and ACKERMANN-STEFFAN DIVISION 





Wisconsin, Illinois and Iowa 
territory. 


1952 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Amepco Expands Area 
Of Henry Nelthropp 


The American Extruded 
Products Co., Hollywood, 
Calif., manufacturer of 





HENRY NELTHROPP 


Amepco Realite plastic gar- 
den hose, announced that the 
territory of its Fort Worth 
sales agent, Henry Nel- 
thropp, has been expanded to 
include New Mexico and 
Louisiana. Mr. Nelthropp al- 
ready covers Texas, Okla- 
homa, and Arkansas, 

Mr. Nelthropp’s selling 
career began with the Spool 
Cotton Co. in 1937 where he 
stayed until World War II. 

After three years in the 
Navy during the war, he re- 
turned to Spool Cotton for a 
short while, then started sell- 
ing for Amepco. 





E Z Paintr Corp. Buys 
Philadelphia Tool Firm 


Purchase of controlling in- 
terest in an eastern painters’ 
tool firm has been made by 
E Z Paintr Corp., Butler, 
Wis., manufacturer of paint 
rollers and allied products. 

The new E Z Paintr sub- 
sidiary is the Black Panther 
Tool Co. of Philadelphia, Pa., 


maker of metal painters’ 
tools and linoleum cutting 
equipment. 





Make P. N. Prussing 
Whirlpool Sales Head 


Appointment of Peter N. 
Prussing as regional sales 
manager for the southwest- 
ern territory of Whirlpool 
Corp., Benton Harbor Mich., 
was announced recently by 
John M. Crouse, Whirlpool 
sales manager. Included in 
this territory are Arizona, 
California, New Mexico and 
15 counties in West Texas. 
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Mr. Prussing was formerly 
sales manager of major ap- 
pliances for Graybar Elec- 
tric Co., Whirlpool distribu- 
tor in Los Angeles. Prior to 
that he was regional sales 
manager for Landers-Frary 
& Clark, electrical appliance 
manufacturers. 





Ekco Appoints Three 
District Managers 


(Continued from page 84) 
who joined Ekco as a sales 
correspondent four years ago, 
was named district manager 
for eastern Ohio and western 
Pennsylvania. He will super- 
vise three field men and will 
make his headquarters at 
Pittsburgh. 

B. K. Brooks, for the past 
year and a half Ekco field 
representative in Cincinnati, 
is the new district manager 
at Louisville. With the help 
of three field salesmen he 
will serve southern Indiana, 
southern Ohio and Kentucky. 





Anson Regional Sales 
Manager for Nesco 


Vincent Anson has been 
appointed regional sales man- 
ager for Nesco’s southwest 





VINCENT ANSON 


district, according to Paul H. 
Hill, vice-president and di- 
rector of sales for the Chi- 
cago firm, 

Mr. Anson will be located 
in St. Louis and his sales- 
men will cover Missouri, 
Kansas, Oklahoma, Texas, 
Nebraska, Iowa, and south- 
ern Illinois. 





Sak New Sales Head 


Meyer Blatt, general man- 
ager of the Seal Rite Caulk- 
ing Co. Paint Div., an- 
nounced the appointment of 
Maxwell Sak, as Paint Div. 


sales manager for the firm’s 
Los Angeles branch. 

Mr. Sak has been associ- 
ated with the company’s of- 
fice in Detroit, Mich., for the 
past three years. 





Magnavox Sales Post 
Awarded to Bressert 


W. J. Bressert has been 
appointed district sales man- 
ager for the Magnavox Co. 
in a new Chicago area terri- 
tory, according to V. J. San- 
born, central division sales 
manager. 

Mr. Bressert was in the 
sales department of Chaun- 
cey’s, Inc., Chicago, immedi- 
ately before joining Magna- 
vox. Prior to that he was 
associated with Marshall 
Field & Co., first as a sales- 
man in the Evanston, IIL. 
store and later, after four 
years of army service dur- 
ing the war, as manager of 
appliances, radio and televi- 
sion in the Evanston store 
and as assistant buyer of ra- 
dio and television in the Chi- 
cago store. 


D. L. McFarland, shown above with his design-winning elec- 


Wins National Design Award 


Cleveland Chain Names 
Owens Sales Manager 


D. J. Owens has been ap. 
pointed sales manager for 
the Cleveland Chain & Mfg. 


Co., Cleveland, Ohio. James 
W. Dickey, company vice- 
president, announced that 


Mr. Owens will assume di- 
rection of the company’s en- 
tire sales program. 

Prior to joining Cleveland 
Chain, Mr. Owens was con- 
nected with the Automotive 
Accessories Div. of the Fire- 
stone Tire & Rubber Co. 

Cleveland Chain is one of 
the Round Chain Companies, 





Willis Co. Changes 
Name, Boosts Stock 


R. F. Willis & Bro., Ince, 
has changed its name to R. 
F, Willis Co., Inc., by con- 
sent of all stockholders of the 
firm. At the same time it 
was announced that an in- 
crease in capital stock from 
$500,000 to $1,000,000 has 
been authorized. 

Of the increase, $700,000 
is in common stock and $300,- 
000 in preferred stock. 





tric fan, was recently presented with the National Design 


Award of the Industrial Designers Institute. Mr. McFarland, 
of the General Electric Co., Bridgeport, Conn., designed an 
all-purpose electric fan which may be used either as a venti- 


lator or circulator. 
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ey Co. Appointed 
Supreme Products 


Gerard Freeman of Su- 
reme Products, Inc., Chi- 
go, has announced the ap- 



















TOM CARNEY, SR. 


pintment of Tom Carney, 
Sr, to represent the firm in 
the sale of Supreme brand 
chucks. 

Mr. Carney heads the T. C. 
Carney Co., 1015 Santa Fe 
Ave., Los Angeles, and is well 
known to the industrial trade 
in that area. 





lake to Represent 
Jacobus In Florida 


Dudley Blake, of 2494 

South Kuhl Ave., Orlando, 
Fla, has been appointed 
sles representative for 
4, G. Jacobus’ Sons, Inc., 
Verona, N. J., to cover the 
state of Florida. 

Mr. Blake has been in the 
paint business since 1946 as 
vice-president in charge of 
sales of the Monroe Sander 





DUDLEY BLAKE 





Corp., and then as general 
sales manager of the United 
Lacquer Mfg. Corp., resign- 
ing from the latter organiza- 
tion to form his own corpora- 
tion. 


Wells Named Sales Head 
Of the Moses Bros. 


S. E. Wells has been 
named sales manager of the 
Moses’ Bros., housewares 
manufacturers’ representa- 
tives in the Merchandise 
Mart, Chicago, III. 

Before joining the Moses 








" g. E. WELLS 


Bros., Mr. Wells was asso- | 


ciated with Walter L. Rubens 


Co. and was director of sales | 


for Pfanstiehl Chemical Co. 
during World War II. 


Wodtke Sales Co. to 
Handle Ottumwa Line 


The Ottumwa line of hog 
oilers, implement repair 
parts and tractor manifolds 
will be represented to the 
wholesale trade by the firm 
of Wodtke Sales Co., Cedar 
Rapids, Iowa, it was 
nounced by the manufac- 





turer, Ottumwa Foundry, 
Inc., located in Ottumwa, 
Iowa. 





Nipple Co. Names Rugg 


Chicago Nipple Mfg. Co. 
has appointed G. C. Rugg 
and his associates H. H. 
Rugg and M. C. Rugg, 2200 
University Ave., St. Paul, 
Minn., as its representatives 
in Minnesota, North Dakota, 
South Dakota and northwest- 
ern Wisconsin. 
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There’s 
Money FS 
in 
Home building is still on the upswing. That 
means a growing and profitable market for mail 
boxes. Check the features on these two popular 
models, and order today. Right now we can 
make good delivery. 


Left: No. 703, black and silver. 112” x 5” 
x 1¥2”. Cast aluminum front and top; sheet 
zinc back. Paper holders; provision for padlock. 
Below: No. 700, black and silver. 15/2” x 
5%,” x 13%”. Cast aluminum front and cover; 
sheet zinc back. Brass paper holders. Ready 
for padlock. 










| 


in CURTAIN RODS, too 


With ruffled curtains in big demand, you can 
cash in with thimble rod sales. Off-white enamel 
on folded-edge steel; “Walls of Troy” design. 
Individually packed in attractive box. 


Household 
Hardware 


H. L. JUDD COMPANY, 87 Chambers St., New York 7 
Wallingford, Connecticut 





91 

















































E. G. Griffith Joins 
Enterprise Mfg. Co. 


E. G. Griffith has joined 
the Enterprise Mfg. Co., 
Akron, Ohio, manufacturer 





E. G. GRIFFITH 


of Pflueger fishing tackle, as 
its sales representative in 
Ohio, Indiana and Illinois ef- 
fective Aug. 1. 

Mr. Griffith has been sport- 
ing goods buyer with Tracy- 
Wells Co., Columbus, Ohio, 
fishing tackle wholesaler. 
Prior to joining Tracy-Wells 
in October, 1945, Mr. Grif- 


fith had ten years experience 
in coaching and directing 
athletics. 

He also coached at Ohio 
State University and served 
as athletic director at various 
Ohio high schools. 





Champion Hardware Co. 
Appoints Harold Toop 


The Champion Hardware 
Co., Geneva, Ohio, recently 
announced the appointment 
of Harold Toop as its sales 
representative in the states 
of North Carolina, South 
Carolina, Georgia, Alabama, 
Tennessee and Mississippi. 

Mr. Toop, experienced in 
shelf and builders’ hardware, 
is a member of the American 
Society of Architectural 
Hardware Consultants and 
has done extensive lecture 
work on architectural build- 
ers’ hardware. He has also 
served as regional manager 
for Yale & Towne Mfg. Co. 





Friedstrass Appointed 


Friedstrass Co., New 
Brunswick, N. J., has been 
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appointed distributors of the 
Magnetic Mop manufactured 
by New England Mop Co., 
Central Falls, R. I. 

Freidstrass has also been 
appointed eastern distributor 
for the line of attic and win- 
dow fans manufactured by 
Jackson Mfg. Co., Mont- 
gomery, Ala. 





Evans to Head Michigan 
Sales for Westinghouse 


C. A. Conklin, manager of 
the central sales district for 
the Lamp Div., Westinghouse 
Electric Corp., announced the 
appointment of George S. 
Evans as manager of the 
Michigan Lamp sales division 
with headquarters at Detroit. 

Succeeding H. A. Kinley 
who has been appointed staff 
assistant to Mr. Conklin, Mr. 
Evans has been in the com- 
pany’s research, engineering, 
production and sales depart- 
ments since he joined West- 
inghouse as a member of its 
Graduate Student Course in 
Pittsburgh 16 years ago. 


Keller Heads New Diy, 
Of Shapleigh Hardw 


The formation of a y 
division in the sales dep 
ment of the Shapleigh Ha 
ware Co., St. Louis, Mo., y 
announced recently. The pn 
section, designated as Dj 
sion 8, is under the manag 
ment of Carroll J. Keller, 

Mr. Keller, who has try 
eled for the Shapleigh Co. 
several years, was nam 


manager of the firm’s Rai 
way Supply Dept. and Gy 


ernment sales in 1947. He 
now adding to those duties 
industrial sales. 





CARROLL J. KELLER 
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DIAMOND Line of 


WRENCHES 


‘*THERE’S NOTHING FINER THAN A DIAMOND” 





SOLD BY 
LEADING JOBBERS 
EVERYWHERE 





Diamond Diamalloy Feather- 
weight Adjustable Wrenches are 
made of alloy steel of remarkable 
strength. They are actually twice as 
strong, yet a third thinner and lighter 
than standard patterns. Every wrench is 
tested for hardness and strength on a 
special testing machine. Diamond Diamalloy 
Wrenches are distinctly quality tools offered 
at popular prices. They are especially recom- 
mended to airplane and automobile mechanics, or 
for any job where the work is hard and continuous. 
Diamond Diamalloy Wrenches appeal to the most dis- 
criminating users. 















we 





DIAMOND CALK 
HORSESHOE Co. 


4622 GRAND AVE., DULUTH, MINN. 
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Elect Rivers President at Convention 
Of Carolinas Hardware Association 


Three past presidents were 
also named to the board. They 
are H. C. Gabriel, Rhyne 
Hardware Co., Newton, N. C., 
J. T. Owen, Jr., Arthur Hard- 
ware Co., Elloree, N. C., and 
L. V. Huggins, Huggins 
Hardware, Chapel Hill, N. C. 

L. V. Huggins, outgoing 
president presided at all the 
business sessions. The As- 
sociation endorsed and 
pledged support to the Mc- 
Guire Bill to amend the Fed- 
eral Trade Commission Act. 

The membership expressed 
its appreciation to Rivers 
Peterson managing director 
of NRHA, who will retire at 
the end of July. Russell R. 
Mueller was selected to suc- 
ceed Mr. Peterson as manag- 
ing director. 


The 47th annual convention 
of the Hardware Association 
of the Carolinas, held recently 
in Charlotte, N. C., attracted 
approximately 500 dealers 
and salesmen. J. M. Rivers of 
Hampton, S. C., owner of 
Rivers Hardware Co., was 
elected president for 1952-53. 

Other officers elected in- 
dude T. A. Gross, Jr., Ashe- 
ville Hardware Co., Asheville, 
N. C., first vice-president; H. 
E. Wilson, Jr., Chesterfield 
Hardware Co., Chesterfield, 
§. C., second vice-president; 
Abel Warren, Abel Warren 
& Co., Inc., Garland, N. C., 
senior director; Charlton B. 
Gladden, Valley Hardware 
Co., Chester, S. C., junior di- 
rector. Mrs. Sally Couch Mas- 
ten of Charlotte was _ re- 
elected secretary-treasurer. 








‘ the Atlantic seaboard from 
Philadelphia to Florida. 
Prior to his present asso- 
ciation, Mr. Mallon repre- 
sented the Chicago Spring 
Hinge Co. in this area. His 
entire business career has 
been devoted exclusively to 
the hardware field. He has 


Blackstone Managerial 
Post to O. N. Fussell 


O. N. Fussell has _ been 
named district sales man- 
ager for Blackstone Corp., 
Jamestown, N. Y., manufac- 
turer of household washers, 
dryers and ironers. 

Mr. Fussell’s headquarters 
will be in Memphis, Tenn., 
and the territory covered in 
addition to Memphis will in- 
clude New Orleans, Shreve- 
port, Little Rock and Nash- 
ville. 


tailer, jobber and manufac- 
turer activities. He will 
make his headquarters 
Charlotte, N. C. 





Mississippi Hardware 
Group Elects Howard 


W. E. Howard, Jr., Laurel, 
was elected president of the 
Mississippi Retail Hardware 
Dealers Association at its an- 
nual convention at Biloxi, 
June 16-18. He succeeds H. 
D. Young of Bruce. 

Other new officers include 
W. H. Fincher, Jr., Lexing- 
ton, vice-president; David O. 
Mansfield, Jackson, secretary- 
treasurer; H. D. Young, | 
Bruce, and V. W. Logan, | 
Vicksburg, advisors; H. 7 
Hooper, Philadelphia, R. B. 





Mallon Named Ives Co. 
Sales Representative 


Eugene Mallon has been 
appointed southeastern sales 
representative for the H. B. 
Ives Co., New Haven, Conn. 
He will serve Ives hardware 
wholesalers’ and builders’ 
hardware consultants along 


McDougall, Magnolia, and 
Burner Bigham, Pontotoc, | 
directors. 





Borg-Erickson Moves 


The Borg-Erickson Corp. 
last month moved its general | 
offices and production facil- | 
ities to its new plant at 1133 
N. Kilbourn Ave., Chicago, 
Ill. 





EUGENE MALLON 


HARDWARE AGE, JULY 10, 1952 





been actively engaged in re- | 


in | 


WE CAN'T BE BEAT 
FOR 
HOLDING POWER 


—] 


SOUTHERN 


WOOD SCREWS 




















(Slotted or Phillips Heads) 


have full-size shanks 


It’s important to your customers to use only 
wood screws with full-size shanks, rugged single- 
thread construction and sharp gimlet points. 
The Federal Bureau of Standards in exhaustive 
tests has proved that where holding power is 
concerned, a full size shank is a must. Only 
fasteners of this type meet Federal Specifications. 


Southern wood screws are precision-milled, with 
keen, clean-cut threads, gimlet points that bite 
in and start fast, and that all-important single- 
thread, full-shank construction. They are made 
of top quality materials, in a wide range of sizes 
and finishes. Slotted or Phillips heads. Plentiful 
stocks available for prompt shipment. Sell 
Southern. Write today for our catalogue. 


FACTORY WAREHOUSES 
325 West Ohio Street 
Chicago 10, Illinois 


4100 Dell Avenue 

North Bergen, N. J. 
280 Decatur S. E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 
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OBITUARIES 





SS 





F. F. Threadgold 


F. F. Threadgold, 63, vice- 
president and director of 
Hibbard, Spencer, Bartlett 





F. F. THREADGOLD 


& Co., Evanston, IIl., died 
June 16 in Chicago after an 
illness of several months. 
He began his career in the 
hardware business with this 
company in 1910, became a 
director and was elected 
vice-president in charge of 
operations in 1939. 

Mr. Threadgold was born 
in Lockport, Ill., and long 
resided in Algonquin and 
Oak Park, IIl. 

He was widely known as 
an authority on merchandise 
packaging and handling and 
was a member of the board 
of directors of Industrial 
Packaging and Materials 
Handling Engineers. 

He is survived by his 
widow. 


Meyer Rothschild 


Meyer Rothschild, 86, pres- 
ident of the Illinois Bronze 
Powder Co., died in Chicago 





on June 15. He was the 
founder of the company, 
which he organized in 1890. 

Mr. Rothschild, a pioneer 
in the bronze powder indus- 
try, is survived by his widow 
and two children. 





Melvin E. Haas 


Melvin E. Haas, 45, Chi- 
cago district sales manager 
for G. F. Wright Steel & 
Wire Co., Worcester, Mass., 
died June 13. He was strick- 
en while playing golf. 

Before his association with 
the Wright Co., Mr. Haas 
was sales manager for the 
Reynolds Wire Co. of Dixon, 
Ill. 

Mr. Haas is survived by his 
widow and two children. 


Pipe 








MELVIN E. HAAS 





Wilbur Humphrey 


Wilbur Humphrey, 82, 
chairman of the board of di- 
rectors of Morehouse & Wells 
Co., Decatur, IIl., died June 
8 as the result of a heart at- 
tack suffered 10 days earlier. 

Mr. Humphrey’s_ entire 


business life was spent with 
Morehouse & Wells. He was 
with the firm for more than 
60 years, having started as 
an errand boy and attaining 
the position of president and 
general manager, which he 
held for about 30 years. 

Survivors include his wid- 
ow, two daughters and a son, 
Robert, president of More- 
house & Wells. 





Charles Dudley Schmidt 


Charles Dudley Schmidt, 
active in the hardware 
field for almost 50 years, 
died May 31 at his home in 
River Edge, N. J. 

Well known to members of 
the hardware trade in the 
New York metropolitan area 
for many years, Mr. Schmidt 
was associated with Ham- 
macher, Schlemmer & Co., 
Inc., from 1886 to 1906. 
Upon leaving that company, 
he organized his own busi- 
ness as a manufacturers’ 
representative and, under 
the name of Charles D. 
Schmidt Corp., represented 
the Baldwin Chain Co. until 
his retirement in 1939. 

Mr. Schmidt is survived by 
his widow, two daughters 
and four grandchildren. 





CHARLES D. SCHMIDT 








Central Paint Buys 
Control of Hydroban 


Lynn F. Barnett, vice- 
president of Central Paint & 
Varnish Works, Ince., 59 
Prospect St., Brooklyn 1, 
N. Y., announced that his 
company has bought the con- 
trolling interest in Hydro- 
ban, Inc. 

Hydroban is a_ primer, 
sealer and water repellent 
which was privately held for 
more than 40 years. It was 
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introduced commercially a 
little over two years ago. 
Henry G. Voorhis, who 
was general sales manager 
of Hydro ban, Inc., has been 
retained as vice-president in 
charge of Hydroban sales. 





American Supply Moves 


The American Supply & 
Machinery Manufacturers’ 
Association, Inc., has closed 
its Washington office on June 
20 in order to move to Pitts- 


burgh, Pa. On July 1 com- 
plete operations will be re- 
sumed at the new headquar- 
ters, 814 Clark Bldg., Pitts- 
burgh 22. 





Mastic Tile Appoints 


Lumberman’s Supply Com- 
pany, Jackson, Miss., has 
been appointed distributor 
for the Mastic Tile Corp. of 
America, Newburgh, N. Y., 
according to Carl Resnikoff, 
vice-president in charge of 
sales for Mastic Tile. 
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PICTURE !—*“Get on 


the Westinghouse Band 
Wagon” is the message 
seen by thousands of 
south Texans as these 
F. W. Heitmann Co., 
Houston wholesaler, 
trucks ride through that 
area with their prom- 
inent banners. 


PICTURE 2 — These 
happy fishermen are ex- 
ecutives and salesmen 
of the St. Croix Corp., 
Unity, Wis., at a recent 
sales meeting held at 
the company lodge. 
Business for the coming 
year was thoroughly 
discussed, despite time 
out for fishing. 


PICTURE 3—Commit- 
tee members of the 
Minneapolis - St. Paul 
Housewares Club din- 
ner, held recently, pose 
for the camera. Left to 
right are Hank Foote, 
Robert Allen Co.; Earle 
Diercks, manufacturers’ 
agent; Herb Granzin, 
Landers, Frary & 
Clark; Don Mattson, 
Elecon Products, Inc.; 
John O'’Connel, Kelley- 
How-Thompson Co.; 
Ken Lenz, Knapp-Mon- 
arch Co., and Gerry 
Hoy, Mirro Aluminum. 


PICTURE 4 — Shown 
here are the new quar- 
ters of the Hardware 
Sales & Supply Co. at 
2101 Cass Ave., De- 
troit, Mich. Having re- 
cently moved, the firm 
has doubled its floor 
space, installed air-con- 
ditioning and a new 
system of lighting. 


PICTURE 5 —Bigelow 
& Dowse Co., Boston, 
Mass., New England 
hardware and appliance 
distributors, recently 
replaced its trucks with 
the six new ones shown 
here. Since this picture 
was taken, a_ seventh 
truck, larger than the 
others, has been added 
to the fleet. 
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HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 
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for automobile dealers, it reflected 
primarily a lower level of cash 
sales. 

Except for automobile dealers, J 
hardware stores led all other trades 
in the percentage of down pay- 
ments. In 1951 they collected 26 pet 
of instalment sales as down pay- 
ments. This was one point higher 


GET YOUR ¢ 
OF FASTE 
PROFIT. 








The Business Outlook—Markets and Price News 


Retailers’ Stocks 
Heavier in April 


After adjustment for seasonal 
variations, total business inven- 
tories increased $400 million dur- 
ing April, the Office of Business 
Economics, Dept. of Commerce, an- 
nounced. 

Manufacturers’ and retailers’ 
stocks each increased almost $250 
million, with the gains occurring 
almost entirely in durable goods. 

Wholesalers’ inventories were al- 
most $100 million below the previ- 
ous month. 

Small increases in inventories 
were shown by all other durable- 
goods groups except building mate- 
rials and hardware, in which there 
was little change from March. 


Drop in Dollar Volume 
Of Building Permits 


There was a slight drop in dollar 
volume of building permits in 215 
cities in May from the preceding 
month and the same 1951 month, 
Dun & Bradstreet, Inc., reported. 
The May total was $408,633,113, as 
against $415,466,459 in April, a 1.6 
pet drop. It also compared with 
$436,074,181 in May, 1951, a 6.3 pct 
drop. 

For the first five months of this 
year the value of permits amounted 
to $1,748,984,131, compared with 
$2,014,331,010 a year ago, a 138.2 
pet decline. 


Consumer Income 
Sets New Record 


Although consumer income 
touched a record high in April, the 
amount earned in wages showed a 
drop from March. 

Personal income in April was at 
an annual rate of $259 billion, a 
$700 million rise over March, ac- 
cording to the Office of Business 
Economics. 
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(Continued from page 14) 


the general pattern for the differ- 
ences. Stores selling primarily ma- 
jor consumer durable goods, which 
had the largest expansion during 
1950, reported decreases in total 
sales in 1951. For furniture and 
household appliance stores, this de- 
cline resulted largely from de- 
creases in instalment sales, while 





than in 1950. 

Down payments in most lines 
were somewhat higher in relation 
to instalment sales in 1951 than in 
1950. This was due to the fact that 
government regulations of down 
payments was in effect during all 
of 1951 but for only part of 1950. 

Hardware stores sold instalment 
paper on 28 pct of their instalment 
sales in both years. 

The results of the survey are 
summarized in the following 
charts: 


Percentage Change in Sales of Credit-Granting Retail Stores 








-asilaiitinatmnciae 

Kind of Business T otal 
Department stores ........ -+4 
Men’s clothing stores...... +2 
Women’s apparel stores.... +5 
Furniture stores .......... —1 
Household appliance stores. —9 
SOWRET GOUTEE .ccccccccses +3 
Hardware stores .......... +6 
Automobile dealers ........ —4 
Automobile tire and 

accessory stores ........ +1 


Sales 
— = a 
” Charge 

Cash Account Instalment 
5 rc of 
be +4 +12 
+3 +7 +11 
ss +2 — § 
aay —4 —11 
+1 +2 + 4 
+4 +9 + 3 
= +5 ant 
+5 +5 ~~ § 





Year-End Receivables, Down Payments, and Sales of 
Instalment Paper of Credit-Granting Retail Stores 





Percentage change 


in receivables 
1950 to 1951 


Instalment 
pape~ sold (per 
cen. of instal- 


Down pay- 
ments (per 
cent of instal- 





Charge Instal- ment sales) ment sales) 
Kind of Business account ment 1951 1950 1951 1950 
Department stores ..... + 6 — 6 17 13 35 85 
Men’s clothing stores... + 2 +9 11 11 : a 
Women’s apparel stores + 7 + 7 12 12 3 3 
Furniture stores ...... — 2 —4 19 19 8 7 
Household appliance 
° ae — 4 —14 21 20 35 35 
Jewelry stores ........ — 2 + 3 13 13 3 ” 
Hardware stores ...... — 3 —4 26 25 28 28 
Automobile dealers ..... + 3 — 8 49 48 47 47 
Automobile tire and 
accessory stores eee 19 —18 16 12 17 15 





Year-End Inventories of Credit- Granting Retail Stores 


Percentage change 





Rate of turnover’ 


Kind of Business 1950 to 1951 _ 1951 1950 
Department stores ia Ue didwiat 4 Gee oe +4 4.3 4.3 
Men’s clothing stores ........c.ccee- + 7 2.7 2.8 
Women’s apparel stores ........... ne 4.9 4.7 
SPPWIRUND BUONO. 2.0... ccccccccsccece —4 2.7 2.7 
Household appliance stores ........ + 2 3.3 3.7 
i a a aid ov alpen a'eie hao 1.6 1.6 
I I ins 06 Kaicwcbcwenes + 8 5 yf 2.7 
De eee +16 8.6 10.3 
Automobile tire and accessory stores — 3 4.2 4.0 





The ratio ef sales for the year to year-end inventories. 
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_ WANSER’S HUSTLERS! 






eee (incl, Alerandria 
Se and Arlington, Va.) 
The HARRY HANSER 
ORGANIZATION 


Manufacturers Representatives 
1841 Broadway New York 23, WN. Y. 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 
100 DIFFERENT MAKES 


Single, Double, Triple, 
instantaneous, Muiti-Coil 


Send for Catalog 





Type U 


DORMONT MFG. CO. 


1314 High Street Pittsburgh, Pa. 














—— "Selling Is Our Business" —— 
@ Complete coverage of the East; 
permanent show rooms. 


@ Representing leading house- 
wares and hardware manufac- 
turers, 


Inquiries solicited regarding 
additional lines. 
SAM WEISMAN Shaanization 


200 Fifth Ave., New York 10, N. Y. 
Direct Factory Representative —__! 








Ball 
Type METAL FLOATS 
2" to 12" diameter 
ball floats of cop- 
per or stainiess 
steel for open 
tank to Is0¢t 
pressure in stock 
—specials of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 























Bewildered ?? 


o + «0 MD CORE oo cs 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand _re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 
out the nation. 
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Small Town Dealers Doing Better Job 
On Selling Appliances, Says Industry Man 


Retailers of major appliances in 
small towns are doing better pro- 
portionately than their counter- 
parts in big cities, said V. E. Free- 
land, of Westinghouse Electric 
Corp., Mansfield, Ohio, on a panel 
of manufacturers at the opening 
of the semi-annual home furn’sh- 
ings market in Chicago. 

He said that retailers in smaller 
communities hold cooking schools 
and baking parties in rural areas 
which help to push sales. There is 
a friendlier relationship between 
dealer and consumer, he continued. 
A dealer can make more night calls 
and finds families at home. 

“In a city,” Mr. Freeland ex- 
plained, “you have to make an on- 
the-spot sale, with little chance of 


follow-up.” 

He found that major appliance 
business is good where retailers 
have good planned promotional ac. 
tivities, adding that “where there’s 
just straight price-cut promotion, 
it has stirred up no activity what- 
soever.” 

Mr. Freeland reported that there 
is still a substantial inventory of 
major appliances in the hands of 
manufacturers and wholesalers, al- 
though it is gradually being worked 
down. 

May sales of small appliances by 
Westinghouse were almost 20 pet 
ahead of the same month last year, 
the first month this year when the 
total for the same month in 1951 
was exceeded, he said. 





Retail Trades Had 
Higher Sales in May 


A strengthened sales tone was 
evident in most sectors of retail 
trade in May according to the Dept. 
of Commerce, which estimates that 
sales were about 6 pct above the 
same month last year. 

After adjusting for seasonal fac- 
tors and trading day differences, 
sales in May were up 2 pct from 
April. 

The Commerce Dept. report said 
that the increases in April and May 
have more than made up the decline 
previously shown from February 
to March; total sales seasonally ad- 
justed have now reached a high for 
the year. 

While advances were registered 
by most groups, the durables made 
the strongest showing. 

As a result of the relaxation of 
credit controls, sales improvement 
was noted in the jewelry, home 
furnishings and automotive groups. 


Economist Optimistic 
Over Business Future 


Frank D. Newbury, consulting 
economist to National Securities: & 
Research Corp., and formerly con- 
sulting economist for Westing- 
house Electric Corp. is confident 
and optimistic concerning the busi- 
ness outlook for the next five years. 
In a report on the outlook he said 
that business in terms of gross na- 
tional product, will approximate or 
exceed the all-time peak of $327 
billion attained in 1951. His pre- 


diction assumed no all-out war and 
was irrespective of the political ad- 
ministration in power. 

“There will be little or no money 
inflation over the next five years,” 
he said. 


Sharp Drop In 
Retail Failures 


Retailing failures dropped to 69 
in the week ended June 19 from 94 
in the previous week, Dun & Brad- 
street, Inc., reported. This drop 
was mainly responsible for the de- 
cline in all commercial and indus- 
trial failures to 151 from 175 in 
the preceding week. The overall 
total compared with 180 in the 
same week last year. 


Great Increase In 
Use of Pesticides 


Sales of pesticides and other or- 
ganic agricultural chemicals in 
1951 amounted to $145 million, 
compared with $61 million in 1950, 
the Tariff Commission reported. 
Production last year totaled 454 
million pounds, a 124 pct increase 
over 1950. 


Farmers’ Income Up 
For First Half of 1952 


Cash receipts of farmers in the 
first half of this year totaled ap- 
proximately $13,300,000,000, a 4 
pet rise over the total for the same 
1951 period, estimated the Bureau 
of Agricultural Economics of the 
Dept. of Agriculture. 
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Aerosol-type Paint Sprayers May be in Wide Use 
In Industry and Homes in Next Few Years 


A substantial increase in use of 
aerosol paint sprays in industry 
and in the home in the next few 
years was forecast at the annual 
convention of the Chemical Spe- 
cialty Manufacturers Association 
in Boston. 

H. S. Lawton, of Hercules Pow- 
der Co., said that quick-drying, 
tough and colorful lacquers may 
soon be available to the public in 
easy-to-apply aerosol spray con- 
tainers. Leading manufacturers of 
major home appliances, such as re- 
frigerators and office equipment, 
are now using aerosol lacquers for 
touching up finishes which have 


been marred in shipment or in use, 
he said. 

Joseph J. Gregory of Aeropak, 
Inc., forecast that by 1954, the vol- 
ume of paint aerosol units pro- 
duced will reach seven or eight 
million. He said that pressurized 
self-spraying touch-up finishes per- 
mits any amateur to obtain a pro- 
fessional looking touch-up job. 

He added that it has taken a 
little over three years to overcome 
both technical and non-technical 
problems before practical use of 
such sprays could become general 
but these have been surmounted. 





Business Prospects for Smaller Firms 
Poorer in Coming Months, Accountants Say 


Business conditions during the 
coming year will remain at current 
levels but prospects for smaller 
business will be poor during the 
next 12 months, in the opinion of 
more than half of those participat- 
ing in the annual convention of the 
New York State Society of Certi- 
fied Public Accountants at Saranac 
Lake, N. Y. 

No change from present levels 


was anticipated by 60 pct of those 
taking part in the poll. Another 22 
pet expected conditions to improve 
while 18 pct felt that they may get 
worse. 

As for small business, 42 pct of 
the accountants believed that con- 
ditions would grow worse and only 
18 pet believed that they would im- 
prove; 40 pct felt that present con- 
ditions would continue. 





Prices to be Stable © 
For Year, Study Shows 


“Fairly stable” prices during the 
coming year was forecast in a re- 
port issued by American Univer- 
sity, Washington, D. C. The study, 
made by 80 public officials and 
business executives over a period of 
a year, said that higher production, 
more labor and bigger plant ca- 
pacity should permit more output 
without more inflation. 

It forecast a $25 billion increase 
in the nation’s total production 
during fiscal 1952-53. The predic- 
tions were based on continuance of 
the cold war but nothing more dis- 
rupting. 


83,500 Housing Units 
For Defense Workers 


Progress is being made in de- 
fense housing in about 140 of the 
170 areas where such building ac- 
tivity is scheduled. Processing ac- 
tion is now being taken on building 
applications for another 15 areas. 

Reports to the government show 
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that as of June 18, more than 
20,000 units had been started as of 
that date, about 5000 of which have 
been completed. 

Plans are to construct more than 


- 83,500 units in the 170 areas. Of 


these, 22,000 would be for sale to 
potential owners and the remainder 
would be rental units. 


May Housing Starts 
Near Peak for Month 


Housing starts in May amounted 
to 107,000 new permanent non- 
farm dwelling units, compared with 
108,000 units in April, reported the 
Bureau of Labor Statistics. The to- 
tal was the second highest number 
of housing starts for May, being 
topped only by the 1950 level. 

The bureau said that some level- 
ing off of housing starts is normal 
in May. Strikes in the building 
trades were a factor in the drop, 
which was almost entirely in pub- 
licly owned housing. 

Housing starts in the first five 
months of this year amounted to 
455,600, a drop of 1900 units from 
the same 1951 period. 
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* 10” Handle Retails $3.95 
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Pat. Appl. enap in—enap out feature. 


* 5 Water Jets 
* Attractive Display Package 


COMPLETE MAT SERVICE FREE 
Ask Your Jobber or Write 
Famous from coast to coast for heavy duty and 


utility fountain brushes used by R. R., Bus and 
Truck Fleets. 























LAITNER BRUSH CO. 


2000 BROOKLYN AVE. DETROIT 26, MICH 
Established 1855 
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PREVENTS RUST 


# REMOVES RUST 
% MAKES PAINT STICK 


Packed 1 q 
in display case 





For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 


2340 S. Lauderdale, Memphis 6, Tenn. 
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Use of Electricity in Homes Will Double 
In Next Decade, Utility Man Predicts 


Sale of 9 million electric ranges 
in the next decade was forecast by 
E. O. George, general sales man- 
ager of Detroit Edison Co. in a 
news conference in Chicago. He 
predicted sales of other appliances 
by 1962 as follows: 4,500,000 water 
heaters; 3,000,000 wash dryers; 
3,000,000 electric blankets; 3,000,- 
000 home freezers; 500,000 room 
air conditioners; 12,000,000 televi- 
vision sets and 300,000 incinera- 
tors. 

Mr. George stated that the aver- 
age consumer in this country now 





Marked Increase in 
Heating Unit Shipments 


Substantial increases in ship- 
ments during May over the same 
month a year ago were reported 
by manufacturers of gas-fired 
furnaces, boilers and conversion 
boilers, according to a survey con- 
ducted by the Appliance Manufac- 
turers Association. 

Gas-fired furnace manufacturers 
reported shipments increased to 
32,000 units from 26,900 units in 
May, 1951, an 18.9 pct rise. Gas 
conversion burner shipments rose 
to 18,900 units from 11,900 units 
a year ago, a 58.6 pct rise. Ship- 
ments of gas-fired boilers rose to 
3700 units from 3300 units a year 
ago, an 18.9 pct rise. 


Asphalt Tile Trade 
Expected to be Strong 


A high level of sales of asphalt 
tile are anticipated in the second 
half of 1952 by leaders of the in- 
dustry. One important factor, they 
point out, is that building starts 
have not been down as much as 
earlier estimates indicated. Raw 
materials needed in manufacture of 
asphalt tile have been adequate, 
C. B. Whittelsey, Jr., managing di- 
rector of the Asphalt Tile Institute, 
said in a review of the situation. 

“The prospects for the sale of 
asphalt tile for the balance of the 
year, therefore, look equally favor- 
able, especially for those who go 
out and put on an active campaign 
to sell the product.” 

Charles A. Neumann, vice-presi- 
dent and general sales manager, 
Kentile, Inc., pointed out that one 
of the big developments in the floor 
covering field is the growth of the 
install-it-yourself trend. He esti- 


100 


uses about 2000 kilowatt hours of 
electricity each year. The average, 
he said, will reach 4000 in 1962. He 
believed 48 pct of American fami- 
lies would be using electric ranges 
during the next 10 years. Mr. 
George observed that the “average 
housewife performs about 200 tasks 
in her housekeeping and only a 
small percentage of these tasks 
have been electrified to date.” 

The appliance industry, he con- 
tinued, is making strides toward 
perfection of appliances for handi- 
capped women also. 


mated that over-the-counter pur- 
chases represent 30 pct of all tile 
sales. 


Fewer Gas Ranges 
Shipped in May 

May shipments of domestic gas 
ranges by the gas appliance indus- 
try totaled 161,100 units, bringing 
total shipments for the year to 
852,200 units, the Gas Appliance 
Manufacturers Association re- 
ported. 

The May total compared with an 
estimated 173,600 units shipped in 
April and average May shipments 
during the 1936-40 prewar base 
period of 142,600 units. 





Appliance Trade 
In ‘Absurd’ Spot 


The electrical appliance and 
television business “finds itself 
in a most absurd position” and 
there is no quick easy solution to 
this “chaotie situation,” W. G. 
Pierce, Jr., president of the Na- 
tional Association of Electrical 
Distributors, said at the organi- 
zation’s annual convention in 
Atlantic City. 

“Every survey,’’ he said, 
“shows an abundance of buying 
power in people’s hands and yet 
consumers are able to buy our 
products at ridiculously low 
prices, and sometimes even be- 
low factory costs. 

“And still, even with these 
desperate and ridiculous retail 
values offered by dealers, plants 
are closing down daily because 
merchandise is not moving, and 
large numbers of workers are 
unemployed.” 











Store Promotions 


Under Gaming Laws? 


Any dealer who participates in 
“lottery plan merchandising” 
should first buy Federal gambling 
tax stamps and pay a monthly wag- 
ering levy, according to Frank J. 
Shaghnessey, Collector of Internal 
Revenue in the Northern New York 
District. 

He said the new Federal gam- 
bling laws would cover such things 
as suit clubs and blanket clubs in 
which participants buy member- 
ships and the fees are applied 
toward the purchase of the mer- 
chandise. Members also receive a 
chance for a free award. 

Each store proprietor and each 
employee who sells under such con- 
ditions, according to the new law, 
are required to buy a $50 stamp 
and to pay a monthly tax of 10 pct 
of receipts. 


Residential Building 
14% Over May 1951 


May construction contract 
awards for the 37 states east of the 
Rockies amounted to $1,563,660,- 
000, a 2 pct drop from April and 39 
pet under the total for May, 1951, 
F. W. Dodge Corp. reported. It was 
noted, however, that the total for 
May, 1951, was abnormally high 
due to the inclusion of $980,000,000 
awards in Atomic Energy Commis- 
sion projects classified in the fig- 
ures as non-residential building. 
Aside from these awards the differ- 
ence percentage-wise with May, 
1952, was 2 pct. 

Residential awards in May 
amounted to $753,755,000, a rise of 
11 pet over April and 14 pct over 
May, 1951. 

Residential awards for the first 
five months, totaling $2,762,245,- 
000, were down only 1 pct from last 
year. 


Paint Odor-Killer 


For Consumer Use 


A new compound named “Mask” 
has been developed by Duncan- 
West Corp., Chicago, for use in 
eliminating paint and enamel odors. 
It will not be used in factory-pre- 
pared paints but will be marketed 
to be added to paint by the con- 
sumer. One-sixteenth of an ounce, 
said to be enough for a quart of 
paint or enamel, will retail for 
15 cents. 
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Promotions 


Manufacturers’ New Merchandising Plans 


Cabinet-Sink Campaign 


A “Red Letter Tag” sale incen- 
tive program, designed to stimulate 
mid-summer sales of Murray cabi- 
net-sink units, and to increase 
dealer interest in the entire Mur- 
ray appliance line, will be in effect 
from July 1 through Aug. 31. 

The promotion offers cash prizes 
to Murray distributor salesmen 
who meet sales quotas established 
under terms of the plan, plus addi- 
tional “bonus awards” in cash to 
retail appliance dealers buying the 
“Red Letter Tag” cabinet-sinks. 

A single carload lot will be sup- 
plied to each participating distribu- 
tor, who will in turn allocate units 
to his dealers on a “first come, first 
served” basis. Further details can 
be had from the Home Appliance 
Div., Murray Corp. of America, 
Scranton, Pa. 


Sales Training Course 


A six lesson Appliance Sales 
Training course has been prepared 
by the Sales Personnel and Train- 
ing Committee of Edison Electric 
Iustitute, for the use of electric 
light and power companies and ap- 
pliance dealers. 

The course consists of six 100- 
frame sound slide films, six trailer 
discussion films, six leaders’ guides 
and six manuals. It describes not 
only basic selling principles but 
also shows the trainee, by use of 
typical selling situations, how to 
seek out prospects, answer objec- 
tions, demonstrate and close the 
sale. It is available from Edison 
Electric Institute. 420 Lexington 
Ave., New York City 17, for $250. 


Vacuum Cleaner Drive 


A vacuum cleaner campaign de- 
signed to stimulate sales in retail 
stores, has been undertaken by the 
General Electric Co., announced 
J. C. Hunt, the company’s vacuum 
cleaner sales manager. 

It is called the “Spot” campaign 
and is divided into two parts. The 
first is aimed at helping the dealer 
sell in his store through coopera- 
tive advertising, new displays and 
new merchandisers and the other 
seeks to help the dealer sell in the 
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home through strong direct mail 
activity. 

A feature of the drive is a new 
miniature GE “swivel-top” cleaner, 
designed for use by the dealer as a 
“give-away.” The miniature is an 


exact scale model about 2 in. high | 


and an inch and a half in diameter. 


Sales Training Films 


Two new training films to pro- 
mote the sale of dishwashers and 
the Waste-Away food waste dis- 
poser have been produced by the 
Westinghouse Electric Corp. 

One, a 30-minute sound movie, 
entitled “This is Your Business,” 
shows how to demonstrate the dish- 
washer and Waste-Away. It opens 
with a story on the growing poten- 
tial of both the dishwasher and 
Waste-Away, and then depicts a 
salesman demonstrating both prod- 
ucts to a customer. 

The second film, a shorter sound- 
slide presentation, shows how the 
dashwasher is made, how it works 
and what makes it easy to install. 


New Philco Ranges 
And Refrigerators 





Phileco announced the addition of | 


three new models to its line of re- 
frigerators at what were described 
s “the lowest prices in refrigera- 
tion history.” The new models are 
723 priced at $239.95; 926 at 
$369.95 and 928 at $399.95. 

The company also announced the 
addition of three new models to its 
line of electric ranges, making a 
total of ten. They are model] 423-S, 
priced at $249.95; model 424 priced 
at $299.95 and 823 at $329.95. 


Norge Sales Tripled 
May 1951 Volume 


May sales 
tripled those for the same month 
last year, said H. L. Clary, vice- 
president in charge of sales. For 
the first five months of this year 
sales were double those for the 
same 1951 period, he stated. Mr. 
Clary pointed out that this record 
was made despite a nation-wide 
slump in “white goods” sales. 

(Resume reading on page 15) 





of Norge washers 
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@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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IMMEDIATE , , 
DELIVERY! 


All types, wood and 
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State requirements! 
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“SPRING” 


TOGGLE BOLT 






ASE FOR CATALOG - 


DIAMOND EXPANSION BOLT CO., INC. 
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NEW COLUMBIANA “ALL-IRON" 
PITCHER SPOUT PUMP 


Here are some of the gutstanding features 
4 make Columbiana —) ae name 


band pumps for the en world: 
* NON- ‘DRIP SPOUT 4 * AOJUSTABLE 
REVOLVING BEARER *« ANTI- 
eee ACTION «x CUTAWAY BASE 
ERMITS PLACING BUCKET ODiI- 
RECTLY bap Hs, sPouUT 
Designed for wells and cisterns up to 25 
foot . This low-price, _W quality 


suction 

Finished in A + 
Fig. 19, Ne. 2 Write teday fer complete “information. 
ESTABLISHED 1868 


Columbiana PUMP CO., Columbiana, Obie, U.S.A. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words.......... $5.00 
Each additional word........... 10 
Positions Wanted 
geen Rate) set solid, maximum, 
ey ada a Siideds cccsecssees 2.00 
Each ‘additione! word .......... .05 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not escopted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency of 
stamps. 











Representatives Wanted 








MANUFACTURER'S 
REPRESENTATIVE 
WANTED 


Man calling on hardware and indus- 
trial trade to represent top-notch line 
of Steel and Malleable Pipe Fittings on 
attractive commission basis. Several 
choice territories still available. Write 
in detail giving complete resume of ex- 
perience, lines now handled and terri- 
tory covered. 


Address Box A-678, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











"BUILDERS HARDWARE 
SALESMAN 


Distributor and manufacturer has opening 
for salesman calling on lumber yards and 
building material dealers to handle line 
of cylindrical door locks, cabinet hard- 
ware, brass hardware, hinges, bathroom 
accessories, garage hardware and re- 
lated items. Applicants must cover lumber 
yards and building material dealers. Pro- 
tected territory. State territory covered 
and items handled in first letter Our men 
know of this ad. 


Address Box A-694, care of ~~ ay * or 
100 East 42nd Street, New York 17, 














HARDWARE SALESMEN OR MANUFAC- 
TURERS AGENTS. Experienced only. Own car. 
Good folluwing. Store hxture, furniture manu- 
facturers and cabinet shops. Good opportunity with 
New York manufacturer and wholesale jobber. 
Protected territories, Write in full detail. Ad- 
dress Box A-401, care of Harpware AGe, 100 
East 42nd Street, New York 17, ,F 

EXCLUSIVE PROTECTED TERRITORIES 
open for agents calling on hardware distributors, 
dealers and plumbing supply houses. Nationally 
advertised faucet washer replacement material. 
Unique demonstration sells 8 out of 10 on first 
call. Address Box A-686, care of Harpware AGE, 
100 East 42nd Street, New York 37. HN. Y. 








WEST COAST MANUFACTURER OF NA- 
TIONALLY ADVERTISED and nationally 
known line cf pumps and water systems is looking 
for representative with a strong following in the 
wholesale hardware and plumbing supply field. 
Territories open: Pennsylvania, New York, New 
Jersey, Maryland and New England states. Please 
forward full particulars including territory cov- 
ered and other lines handled. George I. Lynn 
Advertising, 681 Market Street, San Francisco 
5, California. 

SALESMAN. NOW CALLING ON MILL 
SUPPLY HOUSES or Safety enlqmont Firms 
in Eastern Pennsylvania, Southern New Jersey 
and Delaware. Handle Sand Urns, Waste Cans 
and Fire Extinguishers for Eastern Distributor. 
Protected territory. Commission. Advise lines 
now handled. Address Bex A-702, care of Harp- 
wy. Ace, 100 East 42nd Street, New York 17, 














WANTED PAINT BRUSH SALESMAN. 
Man calling on paint stores, lumber yards and 
hardware stores to sell well known paint brush 
line on commission. sage send full particulars 
first letter. Address Box 695, care of Harp- 
bi Act, 100 East 42nd rent New York 17, 
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Representatives Wanted 


Accounts Wanted 





NATIONALLY KNOWN CUTLERY MAN- 
UFACTURER AND IMPORTER desires sales- 


men to contact hardware stores, gift stores, etc., 


with world’s finest line of cutlery, domestic and 
imported, and manual household machines. Free 
sales details, complete line of literature, rushed 
at once. State how you operate and _ territory 
covered. If not interested at present, visit us 


at Booth 418 at the National Hardware Show of 
New York City. Write Box A-705, care cf 





Hari WARE AGE, 100 East 42nd Street, New York 
ts z. 

WANTED: MANUFACTURERS’ | REPRE- 
SENTATIVES IN THE HARDWARE FIELD 


to sell a fast moving, pepular priced, fan type 
garden sprinkler. If you are handling any other 
garden lines this is an ideal item with a_ sale 
on every call. Exclusive territories open. Write 
Box A-707, care of Harpware Ace, 100 East 
42nd Street, New York 17, . 


MANUFACTURERS REPRESENTATIVES 
WANTED—By leading manufacturer of com- 
plete line, plastic garden hose, fully guaranteed. 
To sell Hardware and Housewares, jobbers, 
wholesalers, dedlers. Several territories open— 
Central States—Middle States—New England — 
South, Correspondence confidential. State full de- 
tails—lines handled—territory covered—Refer 
ences in first letter. Address: P.O. Box 615, 
Plastics Division, Pawtucket, Rhode Island. 











OLD ESTABLISHED TOOL MANUFAC. 
TURER desires additional commission salesmen 
with established clientele primarily among hard- 
ware retailers, also jobbers. Exclusive territories. 
Openings in Tennessee, Massachusetts, Baltimore 
—Washingten, D. C. and several Pacific Coast 
sections. Address Box A-697, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y 





REPRESENTATIVES WANTED FOR OUR 
COMPLETE LINE of Medicine Cabinets, to be 
sold to the jebber or dealer field. Also available 
is our complete line of Kitchen Cabinets and Sink 
Tops. Good commission and protected territory. 
Address Box A-706, care of Hiarpware AGE, 100 
East 42nd Street, New York 17, . 





WHOLESALE ELECTRICAL 
AS EXCLUSIVE REPRESEN- 
TATIVE for New York State, Pennsylvania, 
North Carolina. Complete line including G. E. 
wire, cable and devices. Numerous lines of traffic 
appliances and lighting fixtures. Established ac- 
counts, protected territories. Attractive proposition 
for rig it man. Commission and expense. Apply 
in detail. Box A-723, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 


SALESMAN 
EXPERIENCE 





SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against good 
commissions. Will also consider side line man or 
manufacturer’s agents. Address Box A-656, care 
¢ fon 100 East 42nd Street, New 

or 





SIDE-LINE AND SPECIALTY SALESMEN 
can sell 8 out of 10 dealers or jobbers with this 
advertised product. This is a large volume, fast 
turnover item that will not conflict with your 
present line. Full commission. Full merchandising 
and promotional help. Here is an exceptional 
opportunity. Write today, The Biddle Co., Dept. 
H, 75 E. Wacker Drive, Chicago, Illinois. 





SALES REPRESENTATIVES, EXCLUSIVE 
TERRITORIES OPEN. Manufacturer requires 
factory representatives for jobbers, distributors, 
department stores. A staple, non-seasonal, repeat 
product of interest to super markets, hardware, 
houseware outlets. Liberal commissions. Address 
Box A-664, care of a ° 100 East 
42nd Street, New York 17, 





COMPLETE SERVICE 


Financially responsible sales agency can 
handle one additional line going to 
jobbers and syndicates. Now handling 
packaged goods of large Chemical Com- 
pany. Territory North Atlantic States. 
Have three warehouse set-ups and fa- 
cilities for doing billing and carrying 
credits. Interested only in line which is 
properly programmed as to sales promo- 
tion, discounts and trade. Can take car- 
loads into our warehouses and reship to 
jobbers in minimum freight shipments. 
Address Box A-657, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can hill direct, 
Write for further infermation and references. 











MANUFACTURERS’ REPRESENTATIVE 


Servicing the Leading Wholesale Hardware, and in- 








dustrial Supply Distributors in the Southeastern 
States, desires { additional Line of Hardware (no 
pg me nara Am now representing 2 (only) 
top M rs. Can iently and nt 
handle another line. Address reply to: 

EUGENE B. CALDWELL 
P. ©. Box 3151, Greensboro, N. C. 














LINES WANTED. MAN WITH GOOD 
FOLLOWING calling on manufacturers, lumber 
yards, large hardware retailers, etc. covering 
Baltimcre, Washington and vicinity is open for a 
good line direct from manufacturer or exclusive 
distributor. What have you) Address Box A-700, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 


EXPERIENCED puree HARDWARE 
REPRESENTATIVE AVAILABLE. _ Seeking 
additicnal line for State of Ohio, including Pitts- 
burgh and Erie, Pennsylvania. Will consider only 
reputable line on direct and exclusive territory 
basis. Must be priced right with possible good 
volume on high figures. Excellent coverage with 
contract hardware, jobbers and lumber yards. 
Exchange references. Address Box A-719, care of 
pa sean AcE, 100 East 42nd St., New York 17, 


MANUFACTURES REPRESENTATIVE — 
DISTRIBUTOR OF LAWN and garden prod- 
ucts covering fifty mile radius north of New 
York City wants quality ‘brands of tools, acces 
sories, insecticides, (ear ete and things unusual 
for outdoor and indoor gardening, and lawns. 
Address Box A-718, care of Harpware Acz, 100 
East 42nd Street, New Yerk 17,  $ 


IOWA-NEBRASKA DISTRIBUTORS AND 
LARGER HARDWARES. Portable tools or power 
equipment preferred. Sales problems are identical 
regardless of the product. Therefore, any g 
known line will be considered. Have a large 
beoth space in Varied Industries Building for 
Iowa State Fair. Always willing to cooperate on 
good premotions. Read latest books. Established. 
Address Box A-703, care of Harpware AGz, 1 
East 42nd Street, New York 17, N. Y 
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Classified Opportunities Section 








Accounts Wanted 


Help Wanted 


Business Opportunities 





I CAN USE AN ADDITIONAL HAND 
TOOL LINE, imported or domestic in the follow- 
ing area: stern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and the District* of 
Columbia. Best of references. For the best type 
of representation write Box A-589, care of Harp- 
- AcE, 100 East 42nd Street, New York 17, 





MANUFACTURERS REPRESENTATIVE 
COVERING CALIFORNIA, ARIZONA, NEW 
MEXICO AND NEVADA for two old estab- 
lished well known manufacturers desires one «d- 
ditional line. Firmly entrenched with all leading 
wholesale hardware, industrial, automctive and 
marine jobbers in above area. All correspondence 
will be answered and treated confidentially. Ad- 
dress Box A-716, care of HARDWARE AGE, 100 
East 42nd St., New York 17, N. Y. 


MANUFACTURERS REPRESENTATIVE 
with organization covering California, Arizona 
and New Mexico calling on wholesale hardware, 
industrial and automotive jobbers as well as de- 
partment and chain stores and direct lines to 
large retail outlets. A complete organization for 
maximum sales and service. Address Box A-715, 
care of HaRDWarE AGE, 100 East 42nd St., New 
York 17, N. Y. 


Help Wanted 


MANUFACTURERS DIRECT REPRESEN- 
TATIVE WITH EXCEPTIONALLY fine lines 
needs men who can sell to jobbers. Must have 
initiative and ambition and willing to work on 
straight commission. Several territories in the 11 
Northeastern States open. Also required is a man 
in New York City for the Export trade. When 
writing, you may state all particulars in complete 
confidence. Address Box A-178, care of HAarp- 
gl Acz, 100 E. 42nd Street, New York 17, 

















ASSISTANT 
SALES MANAGER 


A fine future open. 
with long-established 
maker of fastening devices 


A real opportunity for a man 35 to 40 
who: (I) is experienced in sales opera- 
tions through industrial supply outlets; 
(2) is an able sales correspondent; (3) is 
free to travel out of New York head- 
quarters; (4) has working knowledge of 
implementing market surveys. Technical 
background in metal-working industry de- 
sirable. Salary open. Write fully about 
your background; enclose photo. Replies 
confidential. Interview in New York, ex- 
penses paid. 


Address Bex A-709, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








WANTED—CONTRACT BUILDERS’ HARD- 
WARE SALESMAN for nationally known line. 
Well established firm of thirty years in Virginia. 
Middle age man preferred with proven ability of 
taking off blue prints, listing and figuring all 
types of buildings. Salary open. Address Box 
A-714, care of Harpware AGg, 100 East 42nd 
Street, New York 17, N. Y. 


MANAGER AND ASSISTANT MANAGER, 
for large Hardware and Housewares stores 
operating in Philadelphia. States age, experience, 
and former employer. Information received will 
be kept strictly confidential. Address Box A-696, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 


BUILDERS HARDWARE MAN, must be 
thoroughly experienced in reading blue prints znd 
giving estimates. A good position with an old 
established firm in Philadelphia awaits the right 
man. Address Box A-713, care of HaArpwWare 
Ace, 100 East 42nd Street, New York 17, N. Y. 











Positions Wanted 


POSITION INSIDE OR AS TRAINEE 
WANTED with opportunity and future by mar- 
ried man, young, responsible, ambitious. Prefer 
Metropolitan N. Y. C., L. I., or N. J. area. Will 
relccate if attractive. Over 12 years varied inside 
clerical and office experience in manufacturing, 
wholesale, distributing and retail. Knowledge 
locks, builders hardware, mill and industrial sup- 
plies, tools. Familiar phone, pricing, correspon- 
dence, purchasing, expediting, orders, etc. 
dress Box A-712, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


EXPERIENCED HOUSEWARES MAN, 7 
YEARS’ RETAIL EXPERIENCE in my own 
business, Queens resident, 31 years old, married, 
interested in selling position for houseware job- 
ber in metropolitan area. Address Box A-710, 
care of Harpware Acez, 100 East 42nd Street, 
New York 17, N. Y. 


BUYER OR ASSISTANT, FIVE YEARS 
wholesale and retail experience, hardware, house- 
wares, and electrical goods — College graduate, 
knowledge of accounting, good administrator, 
seeks position with future in New York City or 
Long Island. Address Box A-722, care HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. 


TOP NOTCH SALESMAN. RECENTLY 
SOLD my business. Called on hardware and de- 
partment stores. I now wish to serve as a direct 
factory representative for one manufacturer only 
with a line of merit. Will detail jobber salesmen. 
Desire Chicago and surrounding territory. Ad- 
dress Box A-671, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 

















HARDWARE CLERK, 25 YEARS’ EXPE- 
RIENCE, 40 years old, don’t drink or smoke, 
married, prefer Eastern Pennsylvania, willing to 
move, can furnish references. Address Box 
A-701, care of Harpware AGeg, 100 East 42nd 
Street, New York 17, N. Y. 


EXPERIENCED HARDWARE AND PAINT 
MAN, twenty years’ experience retail store, ell 
phases, buying, merchandising, ‘accounting. De- 
sires connection as representative for hardware 
jobber of paint manufacturer, prefer established 
territory W. Va. or adjacent; or inside job with 
established firm. Age 41, married. Address Box 
A-670, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 








2 DISTRICT MANAGERS 


One of our clients is looking for two top 
men to fill two new sales positions, immedi- 
ately. Will lead to District Managerships. Re- 
sponsibilities include organizing and supervis- 
ing of distribution of a line of industrial seal- 
ing tapes, protective coatings and sealing com- 


pounds. . Pacific Coast and Midwest. Medium 
size, fast growing company. Excellent financial 
rating. Aggressive spirit. Quality products 


backed by strong promotional work. The kind 
of future with unlimited opportunities. If you 
feel that one of these spots fits in with your 
ambitions, and would like to discuss the matter 
with our client personally, drop us a line. Out- 
line your background and other pertinent data. 
Enclose a photo if convenient. Salary is open. 
Replies held in strict confidence. Write: 

Van der Boom * Hunt * McNaughton, Inc. 

672 S. Lafayette Park Place 
Los Angeles 5, California 


EXPERIENCED SALES REPRESENTA- 
TIVE SEEKS CONNECTION with manufac- 
turer or distributer selling retail trade. Has ex- 
perience selling both wholesale and retail trade. 
Desire St. Louis, Missouri and surrounding terri- 
tory. Excellent sales record and references fur- 
nished. Salary or commission. Address Box A-720, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





Business Opportunities 


FOR SALE. PAINT AND SMALL HARD. 
WARE STORE. Death of owner, cause of sale. 
Established twenty years. Located in thriving 
North Carolina town. Varied manufacturing 
plants and excellent farming surroundings. Splen- 
did locaticn, long lease, low rent. Will send all 
information, Excellent opportunity for a pro- 
gressive, wide awake man. Address P. O. Box 








CANADIAN MANUFACTURER 
OFFERS PATENT RIGHTS 


A long-established Canadian manu- 
facturer who has been selling a 
proven hardware product in large 
quantity throughout Canada desires 
to lease United States patent rights 
to an American manufacturer, pre- 
ferably one which has Canadian 
patents to lease in return. If in- 
terested, kindly advise in your ap- 
plication what products you manu- 
facture; also details of product, if 
any, for which you hold Canadian 
patents for lease, as well as other 
references. 


Address Box A-721, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











CLOSING OUT SALE 


500 ton wholesale hardware supplies. Because 
of health and age | will sell for '/2 the present 
value. All bright and clean ready for retail 
shelf in original factory cases. 


50,000 wrenches. 6,000 Nicholson files. 4 ton 
sheet aluminum. 2,300 grinding wheels. 25 tons 
of bolts, nuts and washers. All sizes and 
lengths. 


$20,000 worth of ready mixed paint — mostly 
Sherman Williams. Johns Mansville roofing cov- 
ering, and many other kinds of material. If 
interested | will mail complete list. Send in 
25¢ in stamps. 
Address Box A-717, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 











FOR SALE, TOP STORE IN growing New 
England seacoast town. Ideal for man and wife. 
No delivery. Low rent, little competition, Short 
hours. Inventory about $15,000. Owner retiring. 
Address Box A-690, care of Harpware AGE, 100 
Kast 42nd Street, New York 17, N. Y. 


COMPLETE AN EFFICIENT WAREHOUS- 
ING, SHLPPING and billing facilities available. 
Modern building, convenient downtown Los An- 
geles. Office space if desired. Reply to Box 
A-704, care of Harpware AGz, 100 East 42nd 
Street, New York 17, N. Y = 
FOR SALE: OUTSTANDING STORE IN 
SAN ANTONIO, Texas. Complete, hardware 
and housewares. Established thirty-one years 
ago, centrally located, attractive lease. Exception- 
ally clean stock, For sale at invoice to settle 
estate. Require about twenty-five thousand to 
handle. Mrs, Albert F. Snell, 210 Florida Street, 
San Antonio 3, Texas. 
~ HARDWARE STORE WANTED. NEW 
YORK STATE or Connecticut. Approximately 
$25,000 to $50,000 sales volume, 25 feet minimum 





front. Describe business and Iccation in detail. 
Replies accepted in strict confidence by respon 
sible individual. Address Box A-698, care of 


Harpware Ace, 100 East 42nd Street, New York 
aS aa + a 
~ HARDWARE, PLUMBING, ELECTRICAL 


SUPPLY STOCK about twenty thousand. Lease 
property or scll all. Nice location. Nice business. 
Retiring—too old. Address Box A-708, care of 


Harpware Ace, 100 East 42nd Street, New York 
7. I. Ws ; 
~ FOR SALE: RETAIL HARDWARE BUSI- 


NESS located in the industrial section of Long 
Island City, N. Y. Established 35 years, owner 
retiring because of age and health. Stock and 
fixtures $17,500. Great business potential for 


right party. Lease can be arranged to satisfaction 
of purchaser. Address Box A-699, care of Harp- 
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AUTOWASH 


FOUNTAIN TYPE BRUSH 


MORE THAN 


50% PROFIT 


Ne. 840 Ne. 8401 
$3.49 53.98 
834" HANDLE 36” HANDLE 


Write Dept. 145a for more information. 


AS You @ Blended horsehair 
bristles in replaceable 
CLEAN 


plate. @ Aluminum 
handle. e Rubber pro- 
tective bumper. 
FLOUR CITY BRUSH CO. 
PACIFIC COAST BRUSH CO. 











_@ KEROSENE MANTLE LAMPS 
WITH ELECTRIC CONVERTER 





EMERGENCY LIGHTING WHEN 
YOUR CUSTOMERS NEED IT! 
Every day—a handsome electric lam 
and when electric amet fails . 
Chango! The wonderful white light of 
Aladdin Kerosene Lamps lights the home! 


resto 


A recommended 
Civil Defense 


When | In storm, flood, 
power { hurricane, torna- 





lines do, snow storm | Emergency 
Now available | fail or heavy icing measure 
to Hardware 
Deal 
Fs sn er e Write for details: 





ALADDIN INDUSTRIES, Inc. * Nashville, Tenn. 








DEAROSA 


TROWELS & HAWKS . 







QUALITY TROWELS 


MASONS 
PLASTERERS 
FLOOR LAYER 


R JOFERS 





a 
Made Right! 
Priced Right 





DEAROSA manueactuunic: O., INC. ee 


Home Office — M1. Vernon, New York 
3s ie Soe en VOR CY QUALITY 
"Wi le nam of Newret GUARANTEED! 
Sales Representative 











FOR Easier, Tastier COOKING 






Easy! Works like giant eye-dropper! 
more easily, quickly, evenly . . . with less 
danger of burning fingers. 

Applies glazes or barbecue sauce to 
meats ... draws off fats... skims cream 
from milk . . . waters plants, too. 

Made of "VITRITIX" heat treated 
glass. Reinforced tip, rubber 
bulb with non-slip ridges. 11!" 
overall, 


I. LEVY SONS 


1107 BROADWAY 
NEW YORK 10, N. Y. 


INDIVIDUALLY 
PACKAGED 
in Eye-Catching Box. 
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VICTOR BASTER. 


Bastes | 
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a ational eee 


Your trade will app of buying herd- 
pa Modern designs 


wore that has proved its built-in quality features in actual 
Finest basic materials 


service tests. *« Over fifty years of manufacturing experi- 
ence qualifies these products for the fine prestige they have 
& Precision construction 
Long, smooth operational life 


acquired for efficient, dependability. « Specify National for 
Attractive, protective finishes 





every building project, a complete 
line for serving practically every 
building need. « Send for com- 
plete catalog or illustrated wall 
chart—they're great selling aids. 


Sterling 
Illinois 


(National, MANUFACTURING COMPANY 





Portable Electric Drills 
Electric Drill Kits 
Portable Electric Saws 
Portable Paint Sprayers 
Portable Polishers & Sanders 
Fractional H.P. Motors 


See your jobber or write direct 
PORTABLE ELECTRIC TOOLS, 


332 West 83rd Street, Chicago 20, Ill 


Inc. 





SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the 

advantage of a complete line of hardware for straight-sliding, 

sliding-folding, around-the-corner and roundhouse doors. 

Inclosed track © brackets © hangers @ handles © guide rolls 

guides © stops @ binders © chafe strips © bolts © hinges 
For full information send for Catalog #200 


COBURN PRODUCTS [fi 


A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 575 Madison Ave., 
New York 22, N. Y. © Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 
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QUICK REFERENCE FILE 
GREENLEE HAND TOOLS 


Gives facts on the complete 
GREENLEE line of Chisels, 
Bits, Drills, Spiral Screw- 
drivers, Automatic Push Drills 
and other fine tools, 











GREENLEE 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 
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e« MARSHALLTOWN, IOWA 








HARDWARE DEALERS FROM 
COAST TO COAST 


NEW ne depend upon the complete Wilcox- 
D AT A ao sot S See Crittenden line of heavy and shelf 
te is ¥ hardware. Drop forged shackles, 

BOOK - ‘ wire rope sockets, connecting links, 
of turnbuckles, thimbles, hooks, eye 

bolts and ring bolts are an integral 


makes oD Yi j re part of every hardware dealer’s 
i stock in trade. They’re all fully 


your sg ie ; described in the W-C Hardware 
* ob “ F > ne: 3 Catalog “L” —sent.free on request. 
ok 1% : WILCOX-CRITTENDEN 
easier .e«es s, ‘ — "A CENTURY OF DEPENDABILITY” 

° : 77 SOUTH MAIN ST., MIDDLETOWN, CONN. 
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HOLD IT 
@ 1952 Catalog and Data Book gives 

you technical information on Beaver Pipe and Bolt MISTER... 

Machines and Hand Tools. Illustrated throughout. 

A number of pages are devoted to an “Operating 
Guide” that tells how to locate and correct pipe ma- 
chine and tool troubles. Clarifies thirty-one problems. 

Now available! Write for your free copy today! 








WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor 
onicina. DOMES OF SILENCE 
ORIGINAL Sen—13, boxes 


in carton 
SELL ON SIGHT when these attention-compelling con- sizes 
tainers, box or card are displayed on counters. Genuine DOMES 1%” 1%” %” 
OF SILENCE glide softly, silently, smoothly 
SIZES | we —-OVEr all flooring; saves floors and furniture. For 
1 94" years the favorite with houseowners and furniture 
manufacturers, 








One set on a Card. 
{2 Cards In a@ box. 


Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 











HARDWARE AGE, JULY 10, 1952 








